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for what purpose do we regularly meet in 
monthly session, unless it be to better 
understand each other, and to gain a clearer 
vision of what is required of us? And having 
gained that knowledge, how best shall we put 
it into effect? 

We can never hope for any marked improve- 
ment in Credit conditions as long as we hold 
ourselves subservient to volume for volume’s 
sake; and unless, in the near future, there is 
tangible evidence of closer cooperation among 
the merchant public, coupled with a declaration 
of a sound and definite policy relative to Credit 
and terms of sale, particularly in view of the 
phenomenal growth and development of the in- 
stallment business, our efforts to stabilize credit, 
and materially increase collection percentages 
will be null and void. This is not a mere ex- 
pression of sentimental belief; it is an absolute 
economic necessity, and the sooner we realize 
it, the better it will be for all concerned. 


FRANK BATTY 
President Retail Merchants’ Credit Ass'n 
Los Angeles 


i what avail are our National Conventions; 
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Statement, Ledger, and M4 There is a Remington Bill- 
Audit Sheet with distribu- ing and Bookkeeping Ma- 


tion —all in one operation. chine to fit every individual 


Tri ) requirement, 


be New Remington Front Feed Bookkeeping Machine 
is the last word in the field of mechanical accountancy. It 
adds to every labor and cost saving feature that has made the 
Remington Bookkeeping Machines famous a new achieve- 
ment in speed and efficiency in the collating, inserting, and 
registering of forms. 

The forms are inserted from the front, without revolving 
the platen. Several forms may be collated, inserted, and 
posted at one operation. The operation of the AUDIT SHEET 
is entirely automatic, and it is always in position for the next 
entry, regardless of the position in which the entry is being 
posted on each individual acCount. 


This latest Remington product combines in the highest 
possible degree the two great advantages of time-saving and 
accuracy. And the net result is a new and greater measure of 
cost saving —which is the aim and object: of all mechanical 
bookkeeping. 

A practical demonstration on your own work will be gladly given 
for the asking. This demonstration will involve no obligation on 
your part, but it will certainly convince you that this new Remington 


will reduce costs, eliminate errors and increase efficiency in your bookkeep- 
ing department. 


REMINGTON TYPEWRITER COMPANY 


Bookkeeping Machine Department 
374 Broadway New York 


The New R —iae = © 


Cc 
Bookkeepin achine 
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“Kach One Get One” 


Means Greater Service to You 


| ast month we outlined a fe Ww of our accomplishments. We could hav e ac 
complished more if every member had always co-operated. In other words, the 
R. C. M. N. A. will be just what its members make it. 


How can we benefit you directly? The answer is, “Build a Bigger, Stronger 
National, with a larger scope, more powerful and thereby more beneficial to each 
member.” It has been wisely said, “In Unity There is Power.’ 

Now the question is, “How can we build a gigantic, powerful organization?” 
This question is answered by the following parable: 

“Many centuries ago, there ruled in the northern part of Italy, a wise old king. 
In his domain there was a very fertile vailey, which was practically useless, as 1t 
was bounded on all sides by sheer rock walls with the exception of a narrow en 
trance, and this entrance was blocked by a huge stone. 

“The question that puzzled the king was how to remove this stone and make 
the valley accessible to his subjects? As it was before the days of explosives and 
powerful machinery, it was seemingly an impossible task. 

“But the wise old king solved the problem and thereby gave the world 
lesson which has been invaluable down through the ages. 

“The king issued a general command for his subjects to gather at the rock 
on a certain day. The day arrived, the subjects were all gathered waiting, and 
wondering what the king desired of them. 

“The king then made a talk to his subjects, the synopsis of which was, ‘It 
every subject will lift his share we can, by united effort, move this big rock from 
the mouth of this beautiful valley, and then we all can enjoy its use.’ 

“The subjects all willingly put their shoulders to the rock and presto! the 
valley was opened.” 

This lesson of “‘co-operation,” and “in unity there is strength,” has solved 
many problems, including the establishment of our great and wonderful United 
States. 

Do you want an organization that will meet your every demand? An organ- 
ization whose power and influence will be felt by every nation, state, city and 
individual? This kind of an organization would eliminate the majority of all the 
problems facing the retail credit grantor today. 

This organization will become a reality if every member will lift his small share 
of the big rock. Every member get a member and we will be 150,000 strong in 1928. 
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The Merchant Owned and Controlled 
Collection Business 


By W. H. Gray 


Secretary Retail Merchants Board, The Cleveland Chamber of Commerce, and The Cleveland Retail Credit Men’s 
Company. Prepared for and as a part of the program of the National Association of Retail 
Secretaries’ Conference, NewYork City, February 7-8, 1927. 


REDIT reporting agencies or 

exchanges operated for and by 

retail establishments have prov- 
ed to be highly efficient and econom- 
ical. In the past two decades, the trend 
toward the merchant owning, at least 
controlling, this end of his business has 
rapidly increased. 
the (the 
reporting office membership) of the 
Retail Credit Men’s National Associa- 
tion has over eight hundred members 
in every section of the United States. 
A large proportion of these offices are 
either owned by the 
closely supervised by the credit grant- 


Today service division 


merchants or 


ors of the community. 


The merchant owned and controlled 
collection business has followed closely 
the expansion of the co-operative credit 
reporting office. 
related that this result is only natural 
and inevitable. 


They are so closely 


A survey of the larger cities of the 
United States indicates that there 
are few exceptions to the co-operative 
credit and collection agency or bureau. 
It is rather indicative also that in these 
cities the credit groups are generally 
recognized. as the most progressive 
and successful in the National member- 
ship. 

There are several answers to this 
tendency on the part of merchants to 
create and operate the credit report- 
ing and collection business as a co- 
operative enterprise. The most out- 
standing are: 


—Reports are obtained and col- 
lections made at cost. 


—The two operations are insepar- 
able, as all information obtained 
or used by one is most valuable 
to the other. 


—It centralizes these two activities 
of credit granting and creates one 
big bank of information. 

—Complete cost control, prompt 
remittances and an improved com- 
munity interest are obtained. 


Improved working 
with all 
skilled or unskilled labor. 


relationship 
results employers of 

Reasons by the score may be found 
and valid objections are few and far 
between. 

Success, however, depends like any 
other business, on management. In no 
city where competent executives are 
employed do we find anything but 
success and an exceedingly compli- 
mentary attitude on the part of 
the merchant owner. 

You members of the Retail Secre- 
taries National Association desire to 
know something about this work in 
various parts of the country. With 
this in mind, various executives in 
charge of collection offices have, on 
request, submitted their ideas on the 
subject of the privately owned vs. 
the merchant owned and controlled 
This, with the 


discussion to follow, we sincerely hope 


collection business. 
will fulfill the wish of every member 
here assembled. 


Los ANGELES 


Los Angeles, Caljfornia, retail es- 
tablishments have been very success- 
ful in the co-operative collection busi- 
ness. They maintain a large staff 
which is under the direction of Mr. 
J. A. Gross, manager of the adjust- 
ment department of the Retail Mer- 
chants Credit Association. 

Views of Mr. Gross, resulting from 
years of experience, are herewith given: 

“The merchant owned associations 
post their incoming claims that 
they are unable to locate with the 
reporting department. Consequently, 
they will pick up more ‘skips’ than 
the privately owned. Of course, it is 
necessary for them to use other means 
of locating. On the merchant owned, 
there is no hint of crookedness. They 
have a better and higher standing in 
the community. People will give 
information more readily. 

“Claims are handled through a 
merchant owned institution with the 


idea of making better citizens out of 
the There con. 
sideration shown on the claims, as they 
are carried much farther, as the idea 
is to give service above everything 
else. The outstanding feature in the 
privately owned institution is to make 
money. Consequently, the claims are 
not carried with the idea of collecting 
it, but with the idea of, ‘is there any 


debtors. is more 


money to be made on this account? 
If not, it is thrown out. 

“You also have a lineup on the 
debtor as to the number of accounts 
which he owes and are able to deal 
Whereas, if 
you only had one account, by handling 
that in a certain manner, the chances 
are that you would force the debtor 
into bankruptcy and collect nothing. 
Knowing his status, you work ac- 
cordingly and are able to collect all 
the bills and at the same time the 
debtor only has one man to deal with 
instead of several, which is of great 
help to him. 

“The posting of the accounts in the 
reporting department are of wonderful 
help to the merchant, as it eliminates 
a class of debtors that he would 
know nothing about were it not for 
the collection department.” 


with them accordingly. 


Kansas City 

In Kansas City, the 
merchants own and operate their 
credit bureau. The bureau does not 
own a collection agency, but has 
established a working arrangement 
with a private agency and the ac- 
tivities of this agency are largely 
controlled by the merchants. 

M. G. Riley is manager of the 
credit association. His ideas on the 
subject of “Merchant Owned Col- 
lection Agencies” follow: 

“Merchants will always have ac- 
counts they cannot profitably collect 
themselves. Therefore they will always 
have reason to place these accounts 
in the hands of collection agencies who 


specialize in this important work. 
(Continued on page 9) 


Missouri, 
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The Pay Promptly Campaign Report 


March 4th, 1927. 

Mr. D. J. Woodlock, Managing Director, 
Retail Credit Men’s Nat. Assn., 
606 Equitable Bldg., St. Louis, Mo. 
Dear Sir: 

HEN it was suggested in the 

Fall of 1925 that a National 

campaign to be known as 
“Pay Your Bills Promptly Week” be 
undertaken by the Retail Credit Men’s 
National Association, the idea was all 
but “horse-laughed.”” It was looked 
upon as a sort of pipe dream and even 
the most optimistic members of our 
association did not believe that the 
plan could be put across. None-the- 
less the attempt was made and the re- 
sults were so satisfactory that it was 
duly resolved by the Los Angeles con- 
vention to make the “Pay Up” cam- 
paign a part of the National Associa- 
tion’s annual program. This resolution 
was passed upon the strength of one 
hundred sixty cities having participated 
in “Pay Up” week. 

The second annual campaign was 
held during the six days, February 
28th to March Sth inclusive, and the 
response to the announcement of the 
campaign surpassed even fondest ex- 
pectations. Two hundred seventy-five 
cities actually ran “Pay Up” publicity, 
of which number two hundred forty- 
eight subscribed to the material and 
supplies distributed by the National 
Association’s advertising committee 
and two hundred thirteen cities actual- 
ly ran the ads which were recommend- 
ed. In all there were distributed 
2,647,000 leaflets, 185,500 blotters, 
12,650 window streamers and 18,950 
store hangers. According to ‘the 
estimates of those who ought to know, 
“Pay Up” week was actually presented 
to forty million people. To say the 
least, these figures and statistics are 
most impressive, but are none-the-less 
only an index to what might be 
anticipated within a few years after 
many merchants and secretaries shall 
have become educated to the real 
value of “Pay Up” publicity. In the 
final analysis there is an ulterior motive 
in the idea of “Pay Your Bills Prompt- 
ly Week” and that is, to influence 
Many associations which have never 
done any such advertising to launch 
all-year-round campaigns such asisnow 


By Geo. L. Myers, Ist Vice President 


being done in many of the larger and 
wide-awake communities. 

It was very gratifying indeed to re- 
ceive communications from every sec- 
tion of the country advising that it 
would not be convenient during the 
particular week of the campaign to 
run the special advertising matter, as 
a program for regular and consistent 
advertising was being considered, and 
there was fear by the secretaries with 
whom the committee communicated, 
that the presenting to the local mer- 
chants of this special campaign might 
impede the progress that was being 
made in putting over such an annual 
schedule. It was also a source of real 
satisfaction to learn from many secre- 
taries that as a result of the first ‘Pay 
Up” campaign, their local merchants 
had been indulging in “Pay Up” 
publicity periodically and which, of 
course, will develop ultimately into 
all-year-round advertising. 

There is one outstanding fact that 
is worth mentioning and that is, that 
the larger cities find it difficult to sell 
the idea of the inserts. It is most 
certainly illogical to presume that the 
insert is not practicable in big cities. 
To the contrary, it is more logical 
for large cities to use the insert, as 
there is no other means conceivable of 
presenting to the public so concretely 
the important message that the insert 
carries. The personal contact with 
the account such as is possible in small 
communities, is not conceivable in 
larger cities and most certainly the 
danger in creating offense in the direct 
appeal is imaginary, as the inserts 
carry the name and insignia of the 
National Association and are certainly 
most impressive in context; and then, 
too, it must be remembered that if 
the inserts are employed by all the 
merchants of a given community, the 
charge buyer cannot take offense at 
any particular merchant, as it is 
generally a fact that a person who has 
any account at all, more often than 
not has many or at least several ac- 
counts and will quickly catch the 
drift that the mailing of the inserts is 
being done generally and not by a 
certain merchant in particular. The 
committee thoroughly appreciates the 
fact that it is not easy to sell the insert 


idea, and this has been attributable to 
the fact that between the time that the 
local association has decided to adopt 
the publicity and the actual dates of 
the campaigns, there has been such 
a limited period of time that the proper 
presentation of the insert idea to the 
merchants has not been possible. The 
committee believes that next year it 
may be wise to announce the campaign 
at least thirty days earlier than was 
done this year, in order to give more 
time to this feature of the publicity 
None-the-less, the fact that approx- 
imately two and one-half million in- 
serts were distributed this year was 
most gratifying. 

To be sure, the committee made 
some blunders. It is not at all un 
natural or an unfair reflection that five 
orders for supplies were mishandled in 
one way or another. It is not an un- 
fair reflection at all that two secretaries 
saw fit to criticize the committee very 
bitterly for presenting the idea to the 
newspapers, these two secretaries be 
lieving that to this procedure, which 
caused dissension between two local 
newspapers, might be attributed their 
failure to fall into line. The two 
secretaries to whom I make reference 
were serious and sincere in the criticism 
of the committee, but failed to ap 
preciate the fact that had it not 
been for the actual direct selling efforts 
of the newspapers as actual agents of 
the National Association, putting the 
campaign over would have been a ten 
fold more difficult task. Generally, 
however, the campaign moved along 
smoothly. It was a night and day 
task for many weeks, and although the 
committee expects no thanks for its 
efforts, feeling as it does that it was 
merely doing its bit for the National, 
none-the-less there is a joy and 
satisfaction in the realization that the 
campaign went over and that from 
this year’s experiences a great deal 
has been learned that will serve to 
excellent advantage in years to come. 

It would be very wrong in making 
this report not to mention the untiring 
support given the committee by the 
members of the Service division. It 
would be impossible for me to name 
all who assisted materially in putting 


(Continued on page 1/9) 
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The Interdependence and Interrelation 
of All Lines of Credit 


By H. Orrin Jones 


A talk given before the Retail Credit Men’s Convention of Ohio, Indiana, Michigan, Kentucky, West Virginia and 
Pennsylvania, at the Gibson Hotel, Cincinnati, Ohio, Thursday, February 17, 1927. 


HEN Noah sailed the ocean 
blue, he had his troubles, same 
as you; for forty days he drove 

the Ark, before he foundaplace topark. 
Talking on credits is like driving an 
automobile down the Cincinnati streets 
on a busy afternoon; the trouble is not 
to drive, but to find a place to park. 
that without 
crossing one’s tracks, like Old Noah 
one could go on for forty days; but I 


Sometimes I feel 


shall be briefer. 

That I may not wander too much, 
I have written my remarks, and that 
talking 
about, like our clerical friends, I shall 
lift a text from the Book of Eccle- 


siastes: 


you may know what I am 


“Lend to thy neighbor in the time of 
his need, and repay thou thy debt to 
thy neighbor again in due time. 

“Keep thy word, and deal fairly with 
him (whether as a debtor or creditor), 
and thou shalt always find what is 
necessary for thee. 

“TH they receive, debtors will kiss 
thy hand and speak persuasively; but 
when payment becomes due, they will 
complain of the hardness of the times. 
Instead of honoring thee for the good 
turn thou hast done them, they will 
give reproaches and curses; and instead 
of thanks, they will repay thee with 
injaries.”” 

‘means the Preacher, 
but his words ring so like those of one 
having had real experience, rather than 
those of a mere theorist, that I am led 
to wonder what sort of a business he 
was credit man for down there in 
Palestine, 2200 years ago, before he 
took to preaching as a profession. It 
sounds as if he had been trying to 
conduct a thirty charge account store 
about the time when two-horse char- 
iots became the rage and everybody 
thought he had to have one to keep 
in the swim. 

Even at the time of which the 
preacher speaks, credit was old, and 
from his remarks it seems he felt it 
had about gone to the bow-wows, but 


“Ecclesiastes” 


the opening sentences quoted show 
he believed in the principle. 

Credit had its origin when mankind 
first began specializing in occupations. 
I fancy the first charge account opened 
was in circumstances something like 
this: 

Scar-Face, the hunter, in quest of 
food, had broken his stone ax incombat 
that his 


children went hungry to bed. 


with a wild beast; night 

He went to Stone-Chipper, the ax- 
maker, and said, ““Let me have your 
best ax, and tomorrow I'll go out and 
get that beast and pay you back with 
his meat.” 

Scar-Face had no money to pay for 
No one had money, for the 
that that 
commodity was awaiting to be devised 
But 
Scar-Face had something better than 
He did 
not know that he had good credit, for 
that term had not come into use either. 


the ax. 


very good reason useful 


in the distant centuries to come. 


money—he had good credit. 


But he had it, under another name; 
he had a reputation for character and 
ability, earned by never forsaking a 
comrade in need, and for “bringing 
home the bacon.” 

So Scar-Face got the ax; his children 
got food; and Stone-Chipper got his 
pay. By being as good as his word, 
Scar-Face established his credit, he 
proved that he truly possessed char- 
And those 
two basic principles on which that 
first credit was extended away back 
there in the Stone Age remain the 


acter and ability to pay. 


foundations of credit, even unto this 
day, and evermore shall be. Credit is 
confidence, capitalized. 

Among the oldest records of an- 
tiquity are those having to do with 
commercial which 
credit, then as now, was prominent if 


transactions, in 


not dominant. Laws governing it were 
early enacted, growing gradually severe 
then milder and 
more mild, then back again, like a 
pendulum swinging through the ages. 
There has been slavery for debt, 


and more severe, 


for debt, at 
and in various countries: but 
imprisonment for debt was abolished, 


as it was uneconomic 


imprisonment various 


times 


-the debtor was 
deprived of opportunity to earn to pay 
his debt and his dependents deprived 
of his support, became public charges 
Our own states early enacted stat 
utes of exemptions, which the tendency 
is to restrict and further reduce, but 
which tendency I believe has about 
reached its high-tide in the Remy Bil 
in Ohio, the advisability of which for 
economic reasons is questioned by 
clear and far sighted business men 
This can be said of the Remy Bill 
it tends to make business men more 


lax in opening new accounts through 
causing them partially to lose sight 
of those basic principles of credit— 
And this may 
also be said of it, it is the foundation 


character and ability. 


on which has been reared the so-called 
“credit house” which thrives on selling 
automobile tires, installment jewelry, 
clothing on long terms, articles of 
luxury and of rapid deterioration. Of 
this, more later. 

Credit links together production, 
manufacture, wholesaling, retailing, 
consuming; as retail credit grantors, 
yours is the task of keeping your link 
intact. 

Good credit is anyone's greatest 
asset; its maintenance is dependent 
upon proper budgeting of income and 
outgo. 

It is an acknowledged necessity, for 
the volume of money in existence 15 
but a fraction of the volume of bus- 
ness done, and, under proper condi 
tions, is of great advantage to both 
buyer and seller. 

Its proper use affords conveniences, 
safeguards, economies—fosters thrift 
and creats goodwill in business—there 
is a feeling between a satisfied credit 
customer and the merchant which 
never can obtain in strictly cash bust 
ness—it is a business builder. Ho¥ 
many homes would be bought, how 
many households furnished without 
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it? Except for it, the sick would often 
go unattended and children cold and 
hungry. 

Not many vears ago, credit was a 
prerogative of the propertied class; 
but since we have come to recognize 
the fact that at the age of 25 every 
able-bodied worth at 
$25,000 in potential earning power, 


man is least 
business has acknowledged that others 
than the propertied class are worthy 
of credit. 

The great expansion of credit has 
occurred during the lifetime of those 
here present. In retail lines, this ex 
pansion started with the installment 
selling of pianos and sewing machines 
and was soon taken up by the furniture 
trade. In its earlier days, installment 
selling was tainted with “sharp prac 
tice” and was looked at askance by 
high class houses as a general thing; 
but this dislike and aversion was due 
rather to the the 
than to the system itself. Those lines 


abuse of plan 


purged themselves of the pernicious 


practices, and big publishing houses 


seized upon the scheme for selling 
books, and other high class lines 
followed in the wake. 

In those early days of installment 
selling, the installment buyer seldom 
had other accounts than with his 


grocer, physician and maybe the coal 
dealer. As installment selling became 
better systematized and placed on 
sound basis, the more conservative 
lines adapted the plan to their own 
scheme of merchandising and then 
there came to them customers who 
never before had charge accounts at 
those stores, and they retained their 
former trade. 

The plan received great impetus with 
the development of the automobile 
industry, the expansion of which (with 
its related trades and industries, em- 
Ploying millions at good wages) was 
made possible only by a correspond- 
ing expansion of credit buying. 

The credit files of our Dayton 
bureau show that the greater part of 
the accounts opened by those just 
starting to become self-supporting are 
on the contract plan, the divided 
budget plan, the ten payment plan, 
or whatever other euphonious term is 
given to installment selling by those 
firms who do not like to say that they 
do an installment business. Then, 
there is the buying of homes, sweep- 
ers, washing-machines, radios, and the 
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like. 


credit buying public, at some time or 


By far the greater part of the 


another, buys on the installment plan. 
the and 
prestige of the larger houses, and some 


Influenced by reputation 


times by having friends who have 
charge accounts at those stores, the 
installment buyers are moved to ask 
for charge accounts also. 

Customers of the larger firms, desir 
ing to make considerable purchases for 
which they cannot pay all in 30 or 60 
days, seek the accommodation of those 
firms which offer “‘terms.” 

Installment buyers so deeply in debt 
to the that 


credit has been curtailed, nerve them 


installment trade their 
selves and go to the biggest houses in 
the city and ask for a charge account 
and say they never before have done 
any credit buying. 

Customers of the more conservative 
firms, having bought their limit and 
finding credit cut off, turn to the 
installment trade. 

Honest 


through illness or lack of employment, 


men of limited means, 
fall in arrears with their accounts and 
the 


dustrial lender to geta loan to pay off 


go to industrial banker or in- 
their obligations, and retire the loan 
in payments of a size they can handle. 

Asa boy, I worked in the offices of 
the credit agency w hose files are now 
the property of the credit bureau I 
now manage; and back in those days, 
asked 


credit in the big downtown stores. All 


an installment buver seldom 
of that has changed. Now a credit buy- 
er seeks credit of any firm whose 
merchandise appeals to him, and if he 
to the 
survey of the 
reports furnished our prominent thirty- 


is on the square, he is entitled 
accommodation. 4 


day charge account stores shows more 
than two-thirds contain experiences of 
the installment trade, and the install- 
ment accounts are usually the big ones. 

When starting our Skippers Club 
several years ago, those first to show 
interest were principally the install 
ment houses, and we found so many of 
their skips were also customers of the 
thirty-day charge account stores, that 
those conditions being urged upon 
those houses, they began sending their 
collectors to sit in on the meetings. 
One such house at its first attendance 
brought up ten skips, of whom seven 
were located and five of the locates 
were furnished by the 
houses. 


installment 


Ladies and gentlemen, “exclusive 


trade” has gone for every merchant 
who wants to profit and grow; in some 
of the bigger cities there may remain 
enough to support a peanut stand, but 
that is about all. 


Think of 


interdependence of all lines when an 


this interrelation and 
applicant requests a charge account. 
At such time, what do vou want most 
to know? 

First: 
of the applicant's character, his re 
liability 


You want to know all vou can 


and honesty, and record for 
past performance 


Second: You want to know his 
ability to pay. Now, his ability to pay 
equals his ncome minus the total of 


his fixed expenses, (rent, tood, et 


and his existing debt plus, his account 


he is asking of vou \ case of simple 
mathematics. The answer is his meas 
ure of ability to pay vou, and in 
nowise affected by the nature of that 


existing debt nor by the reputat on of 
the firms to which he owes it 


It is immaterial whether those a 


counts are due grocer, installment 


house, loan company, department 


bute he T. baker 
\ cde bt 


itisa len against his income, 


store, finance company, 


or gasoline station. is a debt; 
whatever 
its nature, and must be paid; hence the 
amounts thereon must be 
taken 


telligently to decide whether this ap 


accruing 


into reckoning if you are in 
plicant for credit can handle the a 
count he is asking of you. You only 
kid voursel¥ when you think a man can 
pay out more than he takes in-——and 
kidding yourself is the most dangerous 
kind of kidding you can do, for you 
believe it. Therefore, You should know 
what pledges and claims exist against 


the 


credit. 


income of your applicant for 
How can you learn those facts? Ask 
But isn’t it a fact that 


those houses which think they have an 


for references? 


exclusive trade also deem it as rather 
the 


both the customer and themselves to 


an aspersion upon standing of 
ask too many questions? 

It appears to me from the informa 
tion I see on applications for credit 
taken by various firms, that the more 
exclusive the house the less the real 
they 
near get the particulars which are 


information secured; nowhere 
secured by the installment jeweler, 
industrial banker, or finance company. 


(Continued on page 24) 
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The Secretary's Page 


Our loyal! member, Miss Thoms, in 
responding to our call for National 
members, not only secured a nice 
increase in her town, but assisted Miss 
Isabelle Groshong of Newkirk, Okla- 
homa, to members out of 
Newkirk. This is what we call 100% 
co-operation. 


secure 


We received a bulletin the other day 
from one of our secretaries stating 
that his merchants’ average losses were 
3%. We have, as against this per- 
centage, percentages ranging from 1/10 
to % of 1%, reported by many of the 
secretaries. 

It would be beneficial and interesting 
if every secretary would check his 
community and see where he stands 
on this question. 


TWIN FALLS, IDAHO, HOLDS 
ENTHUSIASTIC MEETING 

We have a report from Mr. W. M. 
Williams, of Boise, and Director 
Graden, of Portland, advising that 
Idaho organized and held a 
enthusiastic meeting. ‘here were 
many credit grantors attending from 
cities where there were no organiza- 
tions, and each one pledged himself 
to go back to his town and organize 
a Credit Bureau. 

There are always a few men who are 
at all times leaders, and through their 
efforts the community and country 
at large benefits. Mr. Williams and 
Mr. J. J. Hughes, of Twin Falls, are 
entitled to a large percentage of credit 
for the successful meeting held at 


Twin Falls. 


very 





RIDER PRODUCES 


The following excerpt was taken 
from a letter received from Mr. G. S. 
Rider, of Uniontown, Pa. 

“Dear Mr. Woodlock: 

“It is a pleasure to me to tell you 
that I have completed the organization 
of a Credit Bureau at Connellsville 
with a beginning of fifty members. 
All of these, as I have told you before, 
will be National members, as they are 
charging each member $25.00 and 
$5.00 of this amount will be for 


the National Association. I was very 
much pleased with the interest they 
showed in having an organization of 
this kind in Connellsville.” 


NEW HAVEN REPORTS EX- 
CELLENT CONVENTION 

Mr. Benjamin J. Abrams, president 
of the New Haven Association, reports 
that they had representatives from as 
far north as Pittsfield and through the 
efforts of the Board of Directors there 
was something educational and amus- 
ing going on at all times. 


WAGGONER NEVER FAILS 

Friend Waggoner of Wichita, re- 
ceived, as did each of the other secre- 
taries, a request to secure two new 
members during the month of Febru- 
ary, and as Wichita is already 100% 
National, he was facing a difficult 


TWO EFFECTIVE REMINDERS 

Here are two enclosures for past due 
statements which have proven highly 
successful. 






Give these to your members for their 
use and thereby you receive a two-fold 


problem; but as usual he came through 
By doing so, he had to secure, from 
some source, two members to his 
local bureau. This he did and the tw 
applications were sent in promptly. 


HELENA HOLDS TWO-DAY 
SESSION 

Secretary Habein, of Helena, and 
Past President Watson, advise that 
they had a wonderful convention a 
Helena. Some of the addresses were: 
“Business Standardization,’ “Going 
After Credit Crooks,” and “‘Advertis 
ing Cuts Selling Cost.” They have also 
outlined a program of intensive organ. 


ization work for the coming year. 


benefit: First, it speeds up collections 
for your members. This pleases them 
Second, it gives you good publicity 
by letting the public know you are on 
the job. 














rating with us. 





S WEARE MEMBERS of the Mesa 
County Credit Association we are | 
required to report all delinquent accounts. 
By giving the enclosed statement your 
prompt attention you will retain your present 


a a i 
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“Where the collection agency is 
merchant owned the merchant will be 
protected against a number of the 
‘evils’ which always come up in dealing 
with the privately owned and operated 
collection agency. First, there is the 
rate he will pay. In the merchant 
owned collection agency, he will know 
he is not paying more than a just rate 
and, no matter what he pays, it is not 
above or below what his fellow mer- 
chant is paying for the same service. 
Second: In placing an account with 
the merchant owned agency he will 
realize that the agency will have full 
access to and the co-operation of the 
credit bureau and the information in 
the files of the bureau and in exchange 
the bureau will have record of the 
fact that said merchant has a claim 
against a certain party. This 
operation is only bound to work in 
favor of the collection of the account. 
Third: The usual fault found with the 


privately owned agency in neglecting 


co- 


toremit promptly on accounts collected, 
and their habit of withholding such 
collections in a pool to protect them- 
selves on fees justly due them on the 
account or accounts which may be 
paid direct to the merchant, is over- 
come entirely by the merchant owned 
agency. 
the agency and the client and the 


There is no distrust between 


records of all collections are always 
available and can be gone over regular- 
ly by an operating committee of the 
merchants. Fourth: The merchant 
owned agency is placed in a much 
better position to deal with the public 
and secure settlement without causing 
too much ill will toward the merchants. 
Then again, by the merchants owning 
their own collection agency, it gives 



















them the final ‘punch’ in following 
through to a conclusion the entire 
credit transaction; and without their 
own collection agency they are not 
Working in unison and are placing their 


w@ccounts with different agencies, no 


two of which view the account in the 
me light. 
“ . 

In summing up the advantages of a 


merchant owned collection agency 








bver the privately owned agency, we 
ould list the following: 
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The Merchant Owned and Controlled 


Collection Business 


(Continued from page 4) 


“1. Co-operation and pooling of 
all accounts against the same debtor, 
thus eliminating action on one single 
account which might prove detrimental 
to the collection of all others. 

“2. Control of rates and assurance 
of prompt remittance through ac- 
tually owning agency themselves. 

“3. Confidence in what is their own 
will gradually bring about the turning 
over of accounts for collection sooner 
than they otherwise; thus 
assuring greater volume of ‘better’ 
accounts for the agency and a greater 


would 


and quicker turn-over of accounts 
receivable money for the merchants. 

“4. Just as it is true that credit 
information belongs to the merchants 
themselves, it is likewise true that 
collections should rightfully be con- 
trolled by them, and that the same 
spirit of co-operation which makes 
possible the many fine merchant owned 
credit bureaus today should be allowed 
to go on and follow through to the 
final of of 
counts.” 


conclusion payment ac- 


Sr. Louis 


K. F. Niemoeller is manager of the 
Associated Retailers of St. Louis. The 
credit bureau and collection depart 
ment are most important factors in 
their co-operative work. The manner 
in which the collection business was 
started is given by Mr. Niemoeller: 

“The association was organized, we 
had our collection work done wherever 
the merchants chose to send the busi- 
ness, and we discussed the advisability 
of organizing our own collection de 
partment for a long time before the 
step was finally taken. We decided on 
a merchant owned collection depart- 
ment for the reason that we felt that 
if we had a complete record of every 
account turned in for collection, we 
By 


this, I] mean that when an account 


could get more efficient service. 


is turned in to us for collection by any 
one of our members, our collection 
department has access to our files and 
can ascertain whether not the 
debtor owes other houses. If he is slow 
with other stores, they may turn their 
accounts in at the same time, and it 


or 






3 


gives the collection department some- 
thing more definite to work on. 


“In some cases, we can arrange to 
pool the accounts and if the debtor 
pays regularly, the payments can be 
pro-rated. If a suit is necessary, all the 
accounts can be consolidated and the 
cost of bringing suit is, of course, very 
materially reduced. 

“Another advantage which we feel 
is obtained through a merchant owned 
collection department, is that we can 
keep in close touch with the finances 
of the department, and avoid having 
them ‘kite’ their In other 
words, they must keep their operating 


money. 


expenses within proper bounds and 
not depend upon the collections of the 
first ten days of next month to pay 
the clients the money they had collect- 
ed during the current month. This, of 
course, makes it necessary to really 
keep that sort of a check on the 
finances, and unless it is done, the 
merchant owned collection depart 
ment can just as easily go into the hole 
as an outside department can. 

“The 


against 


argument sometimes made 


merchant owned collection 


departments, is that there is trouble 
on account of favoritism being shown. 
We have always been fortunate enough 
to keep away from any insinuation of 
that kind, and our credit men all feel 
that they are getting a square deal, 
and that no favoritism is being shown 
the other fellow’s accounts. 

“Our experience under the present 
arrangement now dates back about 
five 


factory in every way 


years, and is much more satis 


the old 
plan of having the accounts turned 


than 


over to various and sundry attorneys 
for collection.” 


Derrort 


The Detroit, Michigan, credit bu 
reau is merchant owned and operates 
a complete and successful collection 
what F. E. 
thinks of 


the plan of co-operative collections: 


department. Here is 


Parker, bureau manager, 
“If you are going to send an account 
out of town for collection to some firm 
or agency whose name you have taken 
out of a book or list—don’t do it. 
“Yes, there are many good collection 
attorneys and agencies listed in many 
The 
fact that there are so many so-called 
‘bonded’ and ‘selected’ lists is the best 


books, and many not so good. 


(Continued on page 22) 
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Our Legal Department 








LEGAL INFORMATION 


Will it be of any value to you to have in condensed form on this page each month a synopsis of laws 
which directly interest and affect the retail credit grantor? 


As it would take the entire time of one attorney to gather this information, we are going to make this a 
Each member who desires to have this department continued will be expected 
to contribute to it, and just as soon as the members discontinue sending in sufficient legal information to make 
up this page, we will know it is no longer of interest and will promptly discontinue this page. 








10 
Nore 
member-sustained department. 
9. Will an assignment of wages 


hold when the assignment is made for 
money to be earned or not yet earned? 

A. An assignment of salary or 
wages, not yet earned, but to be earned 
under an existing contract, of employ- 
ment for a consideration, is valid. It 
does not matter if the assignor is work- 
ing by the day, week or month, or is 
not hired for any specified time. 

See Walker vs. Rich (District Court 
of Appeal, Calif.) 294 Pacific. 

9. Who can file a mechanic’s lien, 
and how is it done? 

A. Every mechanic, miner, machin- 
ist, architect, 
workman, 


builder, lumberman, 
laborer, or other person 
performing any work and labor upon 
or furnishing any material, machinery 
or goods, may file a lien. The claim 
must be in writing and verified and 
filed with the County Clerk and Re- 
corder and must be within ninety days 
from date of the last performance, or 
material furnished. Service of copy on 
the defendant is not necessary. A lien is 
good for two years. The filing fee is one 
dollar. The lien must contain details 
as to claim and description of property 
upon which the lien is filed and must 
be verified by affidavit. A lien takes 
precedence over any and all incum- 
brances. 


SALES—DELIVERY OF GOODS 
TO BUYER—RETENTION OF 
TITLE BY SELLER— 
MORTGAGE 

Where a seller of goods delivers the 
possession of them to a buyer for his 
use, by which delivery the title 
ordinarily passes with the delivery, 
but by a contract signed by both the 
seller and purchaser, it is stipulated 
that the title to the goods shall remain 
in the seller till the entire purchase 


price thereof is paid or that the seller 
will convey the title to the purchaser 
upon payment of the entire purchase 
price, and the buyer promises uncon- 
ditionally to pay the entire purchase 
price, the title being retained by the 
seller to secure the payment of the 
balance of the purchase price, the buyer 
thereby acquires a proprietary interest 
in the goods because of the delivery 
thereof to him and the payment of a 
part of the purchase price. By signing 
such contract of sale the purchaser in 
effect gives a lien in the nature of a 
mortgage on the property to secure the 
payment of the entire purchase price, 
and on default in payments by the 
purchaser the seller may enforce his 
lien with such results as follow under 
the law. 

Malone vs. Meres (Supreme Court 
of Florida) 109 Southern 677. 


NO FORECLOSURE ON DEFAULT 
IN ONE PAYMENT 
In the absence of a provision in a 
chattel mortgage that the whole 
amount should become due on default 
in any installment, foreclosure merely 
because mortgagor failed to pay one 
installment would be unauthorized. 
Carter vs. Phillips, 217 N. Y. S. 621 
(Supreme Court of New York). 


9. Has there been any decision 
holding that Bailment Lease Con- 
tracts are not Conditional Sales Con- 
tracts? 

A. The Uniform Conditional Sales 
Law expressly provides that bailment 
leases are contracts of conditional 
sale, and the courts have almost with- 
out exception held that a so-called 
lease, which has as its probable purpose 
the passing of title to the goods, is to 
be treated as a conditional sale. The 


name by which the transaction is called 
is not of importance; the intent and 
purpose of it will determine the ques. 
tion. Even if the parties provide in 
the contract, that “no agreement of 
sale is implied,”’ the court may never. 
theless find it to be a conditional sale 
Gerow vs. Castello, 11 Colo. 560. 


9. Are there any insurance policies 
which cover all credit losses? 

A. Not that we are able to find. 
Practically all credit insurance is 
written to cover abnormal losses, i. e., 
losses over and above the normal loss, 
which normal loss is determined by 
averaging the losses of the insured over 
a period of five years. 

(The subject of credit insurance } 
very well covered in the new revised 
edition of ‘Credits and Collections,” 
by Ettinger and Golieb.) 

NOTICE OF NOT RESPONSIBLE 
INVALID 

According to our information, the 
written notice of a husband or wife, t 
the effect that they will not be respon- 
sible for the necessities of the other 
is void while they are still living 
together. 


NEW COURT DECISION ON STOP 
‘PAYMENT CHECK 

Where a person issues a check t 
another and then stops payment on 
the check by notifying the bank, hes 
held to be liable on the check to the 
holder in the Supreme Court of lows, 
decision in Patterson vs. Oaks, 1%! 
N. W. 787. Court holds that the relé- 
tion between the drawer and holder 
of the check is the same as if the check 
had been dishonored and notice there: 
of given to the drawer. The holde 

may sue the drawer of the check. 
—Exchange 

(Additional Legal items on page 30) 
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Do You Want Statistics 
VS - . ~ 
on Credit Department Operation? 
a 
-d . . - ° . . ° 
sk HERE seems to be an urgent need for some statistics bearing directly on the 
credit department and its operation. 
—— Statistics are of no value unless accurate. Also statistics are of no value unless 
they are gathered from many, and varied, communities. 
called : sal ; 
t and If you will fill out this questionnaire, we can not only give you a general average, 
ques. but can, in addition, give you valuable statistics on your particular line of business, 
‘ide in and again we can subdivide these figures and give you statistics on your group in 
= s your particular territory. : 
never- 
al sale Each member is urgently requested to fill out at once this questionnaire. To 
500. eliminate any objection to filling out this questionnaire, you will note we do not even 
olicies ask that you sign or in any way indicate what the name of the firm is. The only 
_ thing we want is the kind of merchandise you handle. Every questionnaire will be 
— handled in a strictly confidential manner. Fill this out and mail today. 
a ; 
£, i 
al loss, 
ied by, ; 
1 ey ’ “(TEAR OUT HERE) oe 
will OUESTIONNAIRE 
revised : 
tions, Kind of Business Annual Gross Volume 
SIBLE 1. What is your 30-day collection percentage figured on total outstandings at first 
of month?.. 
yn, the ’ ‘ ' , 
wife, top 2. What is your installment collection percentage? ° 
yall 3. Is a per cent of the overhead, such as light and heat, charged to your départment? 
5. & 
living B 
| 4. How is this figured? 
| STOP , , 
‘SI 5. Is bookkeeping and collecting expense charged to the credit department ?. 
reck top 6. What is your bad debt loss percentage on 30-day accounts, figured on credit sales? 
rent on 
k, he's : ; ms 
Pr the 7. What is your bad debt loss percentage on installment accounts, figured on credit 
yf Low’, 
ks, 18! sales? 
y" rr On what date do you close your books?.. 
 holae 
e check 9. What per cent of your credit business is installment ?.. 
e there- . 
- holder 10. Does your credit manager get a bonus or a commission? 
ck. 11. How do you figure this?._. 
change 
Ee ne a 5 ne a 
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Gill Talks on Prompt Collections 


Talk Favoring Prompt Collections, as Given by Mr. Lamsert S. Giit, of The Emporium, St. Paul, at the Recent 
Convention of the North Central Division of the Retail Credit Men’s National Association Held at Hibbing, Minn. 


HE collection of over-due ac- 

counts involves a most difficult 

task. The thoughtful credit man 
realizes that prompt collection of ac- 
counts is more than one-half the battle 
in keeping down the percentage losses. 
should educate its 
customers in habits of prompt pay. A 
concern that is a prompt collector and 
shows its customers that their accounts 


Every concern 


are carefully watched, will command 
more respect than the careless con- 
cern, and almost invariably will be 
paid first. 

Two apparently opposing factors 
must be constantly kept in mind by 
the constructive credit manager. These 
two involve the collection of a max- 
imum amount of money without the 
unnecessary sacrifice of goodwill. One 
of the best ways of accomplishing the 
desired results of collecting money 
without the loss of goodwill and with 
a minimum of outlay, is most likely 
to be found in the application of cer- 
tain which 
govern the practices of most of the 
successful 


fundamental principles 
managers of the 
It is well established that 
from seventy-five to ninety per cent 


credit 
country. 


of the average number of accounts on 
the books of any business having an 
efficient credit department are paid 
promptly. The other ten per cent are 
slow and become delinquent. 

There are two reasons why that 
ten per cent should be gone after 
vigorously. In the first place, every 
concern is entitled to its money when 
the account becomes due, and the 
time to place that account for col- 
lection, says J. C. Weikert, in the 
recent issue of the Crepir Wor .p, is 
“when the first element of doubt as 
to the collectibility of the account 
enters the mind of the credit man. A 
collection that is easy today may be 
difficult tomorrow, and impossible of 
collection the day after.” 

Secondly: Turnover in accounts is 
as essential as turnover in sales, and 
the slower your collections become 
the slower the sales will become, and 
rightly so, because a debtor will seldom 
purchase merchandise in a store where 
he is already indebted. Make him pay 


his account promptly, and he will con- 
tinue to be a valued customer. 

When should an account be turned 
over to an attorney or to a collection 
agency?—is the question that we are 
at present discussing. If an account 
is not collectible after a reasonable 
length of time through the use of the 
usual collection letters, or by other 
means at the disposal of the store, then 
the account should be passed along to 
an agency which should be in a posi- 
tion to give the account the attention 
it requires. 

An agency, however, should have 
someone connected with it who has 
had credit department experience and 
one who will handle the account from 
the credit man’s standpoint. In other 
words get the money promptly and 
still keep the goodwill of the debtor 
in mind in order that he may still 
continue to purchase for cash, and if 
his excuse for delinquency is reason- 
able it is possible that his account 
may be reopened at some future time. 
The mere fact that an account is placed 
with a collection agency does not mean, 
in my opinion, that the debtor may 
never again be entitled to credit. It is 
true that when accounts are placed for 
collection a great many debtors feel 
somewhat uncomfortable in the new 
environment, and this fact claims wide 
recognition. Accordingly, most delin- 
quents are spurred into action by the 
change in surroundings, brought about 
when their past due accounts have 
been placed with a collection agency. 

This situation is explained by the 
fact that such delinquents are un- 
certain as to the nature of further 
actions that may be instituted against 
them as a result of the change. In view 
of their lack of familiarity with agency 
practices they anticipate all sorts of 
drastic including several 
possible actions at law, the actual 


measures, 


consequences of which are magnified 
in their minds manifold. They come 
to realize furthermore the seriousness 
of the condition of their accounts and 
are made to face the futility of further 
delay and pleas for leniency. 

It is partly for these many reasons, 
and partly because many debtors 


abhor collection agencies, which are 
generally identified with harsh meth- 
ods and associated with unpleasant 
experiences that delinquents will, upon 
notice from an agency, hasten to make 
a settlement direct with the creditor. 

Consequently, relatively few claims 
turned over to agencies for collection 
necessitate actual resort to the courts. 

As financial conditions change as 
they have in the northwest in the past 
few years, so must credit men adopt 
new ideas and methods for meeting 
the situation. As David J. Woodlock 
recently said, “General business con- 
ditions are such that we do not feel 
justified in advising a curtailment of 
credit, but we do suggest a decided 
increase in collection activity.” There 
is only one way to play safe and that 
is to collect promptly, and those who 
are not able to pay who are living 
beyond their means will come to the 
surface and you can then govern your 
policy toward them accordingly. 

Here I wish to quote a statement 
made by Mr. George D. Dayton, of 
the Dayton Company of Minneapolis: 
““My father used to say, ‘Short settle- 
ments make long friends,’ and that is 
a strong reason for avoiding long 
credits. I am thoroughly in favor of 
short credits on mercantile lines ex- 
cept when I am buying. Short credits 
mean less capital tied up, smaller 
losses, especially when reverses come, 
and often more friendly relations with 
customers. We are glad to extend 
credit to those who will pay during the 
thirty days succeeding purchases, but 
we are not asking long credits and 
prefer that customers go elsewhere 
when long credits are desired. As a 
result, our losses for eight years 
average about 1/10 of 1% and our 
collections average about 67% each 
month on 30-day purchases. 

R. O. Bonnar, of Ayers and Com- 
pany, Indianapolis, said: “Give the 
public an inch and it will take a mile. 
Let the public, by that I mean the 
overbuying portion of it, get ovef 
thirty days and it will take sixty. Then 
if you are not right on the job it will 
take 90 or 120 days. With the lease of 


(Continued on page 30) 
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Better Letters—Better Collections! 
Do Your Letters Start Like This? 


We beg to call your attention to your past due account. 


We presume that you are familiar with the delinquent 


condition of your account. 


Please be advised that according to our records your account 


is in arrears. 


We have written you several times about the enclosed 
account and have not been favored with a reply. 


Every one of these examples was taken from collection letters actually in use. 


There’s a Better Way! 


Make your letters human! Make first sentences 
“jump out” to catch the reader’s interest immediate- 
ly and make the body of your letter hold his at- 


tention until it stirs him into the desired action— 
“Check now”’! 


Throw away the worn-out, frozen, “begging” 
phrases and make your collection letters living, 
pulsing ‘“you-and-me,” flesh-and-blood missives that 
get the money and at the same time build good-will 
for your house! 


That’s the “Better Letters’ way. Read the com- 
plete description of this new service in the column 
at the right and see what it offers you for your money 
—in increased collecting power and increased earn- 
ing power. 


Use This Coupon 


Retail Credit Men’s National Assn., 
Equitable Bldg., St. Louis, Mo. 


Enter my subscription for your Better Letters Service for one 
year. It is understood you will include with the first mailing 
the three special installment letters mentioned above—without 
extra charge. 


I enclose $20.00 in payment of my subscription. 


Name... 
Position and Firm 


Address.. 





The “Better Letters” Service 


The Better Letters Service is a new service—furnished us by a 
correspondence expert—consisting of: 


1. New Follow-Up Letters. 


Six new follow-up letters every three months (24 letters a year). 
These letters, written from a new viewpoint, are to be used to 
follow up the ordinary slow account. No trick stuff, no hackneyed 
outworn commercial phrases—but letters written from the “out- 
side viewpoint,” in an easy manner, and in language the customer 
understands. 

We send six letters (varying in tone) at the same time so you can 
have an assortment to fit different needs. 


2. Inactive Accounts Letters. 


Inactive accounts on your books represent latent buying power— 
one-time customers who can be made to buy again. 


Each month you will receive one new letter for use on inactive 
accounts and also one “new business-getting” letter to go after 
desirable new accounts. P 


3. Monthly Better Letters Bulletin. 


A four-page monthly bulletin devoted to Better Credit and Col- 
lection Letters, filled with practical, usable suggestions that will 
help you to write better letters. 


This bulletin alone will be worth the entire cost; the first issue 
will bring you a plan that you can put to work immediately in 
improving your correspondence and each succeeding issue will 
build up from the foundation laid by this plan. 


Price $20.00 a Year 


Less than six cents a day 


SPECIAL OFFER EXTENDED 
Three New Installment Letters Free! 


On every subscription received before April 15, 1927, we will 
include a series of three installment follow-up letters based on an 
entirely new idea. These letters alone are worth the subscription 
price. 


Better Letters Service 


RETAIL CREDIT MEN’S NATL. ASSN. 
Equitable Bldg. - Saint Louis 
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OUR FEBRUARY CONFERENCES 


During the month of February, four conferences of retail credit grantors were 
held as part of the educational plan of the R. C. M. N. A. All were so well at- 
tended and successful, they have encouraged the further development of this 
feature of National service. 

The North Central District Conference held on February 7th and 8th at 
Hibbing, Minnesota. 250 credit grantors from Minneapolis and North and South 
Dakota. Mr. H. L. Hoklas, credit manager of Young & Quinlan, Minneapolis, 
general chairman. Special train from the twin cities, St. Paul and Minneapolis, with 
fifty delegates picked up thirty members of the Duluth association enroute, arriving 
in Hibbing at midnight. All were loud in their praise of arrangements for com- 
fort and entertainment by Mr. A. W. Cohoe, Range Credit Bureau of Hibbing. 

The Mississippi Valley Conference held in St. Louis (National headquarters), 
February 15-16. Attendance 300, from Missouri, lowa, Illinois, Kansas, Arkansas. 
Excellent program arranged by Associated Retail Credit Men of St. Louis. Mr. 
J. C. Johnson, credit manager of the Lammert Furniture Company, general chair- 
man. The feature was an evening banquet of both wholesale and retail credit 
men. Attendance 600. Mr. J. Harry Tregoe, secretary-manager of the whole- 
sale association, was the principal speaker. 

The Tri-State Conference, held in Cincinnati, Ohio, February 16-17. Attendance 
250, from Ohio, Indiana and Michigan. National Director H. C. Sparks, of Cin- 
cinnati, general chairman. Highly educational program and constructive work. 

New York State Conference held in Auburn, N. Y., February 21-22. Attend- 
ance 250. Mr. W. S. Marx, credit manager Markson Brothers, general chairman. 
The first time New York state has devoted two days to a conference, and it was 
a decided success. Mr. J. H. Edgerton, credit manager of McCreery’s, New York, 
acted as quizmaster, and all agreed that the educational features were exceptional. 


SCRANTON, PENNSYLVANIA, ANNUAL MEETING 
On February 23, the retail credit men of Scranton, Pennsylvania, held their 
annual meeting. Three hundred were present, including delegates from Wilkes- 
barre and Bethlehem. Mr. J. C. Johnson, of the Inglis Furniture Company, opened 
the meeting, and Mr. W. F. Shean was toastmaster. 


A unique feature was broadcasting the talk of D. J. Woodlock, managing 
director of the R. C. M. N. A. for the benefit of high school students who were 
engaged in an essay contest for prizes offered by the local association on the subject 
of “Good Credit.” 


Scranton now has 200 members in their local, operate an excellent rating 
bureau, and have promoted an excellent spirit of co-operation among their members. 
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In this department we hope to exchange all the new ideas which have been worked out by the different mem 

bers. If every member will send in his ideas and forms we can make this a very interesting and educational 
department and we will soon be devoting four pages instead of one to this valuable department 

We are going to leave it entirely up to the membership whether or not they want this department 

If you want this department, you can so indicate by forwarding your ideas and forms, both on credits and 
collections. This department will be discontinued the first month we fail to get enough new ideas, forms, etc., 
from the members to fill at least one page. 

Send in your ideas now. Let’s make this a real big clearing house for ideas. 

Revive Those Dead Accounts ripasonnpy mecgh a ong 

An eastern furniture dealer em 


“Dear Madam: 


“A store is known by its patrons, as a woman is known by her friends. 
The names given over our counters and recorded on our charge slips make 
up our standing in the city. 


“To us it has always been a source of gratification to know that your 

| name was one of these, and it is correspondingly a matter of concern that, 
for some reason, you have not used your account recently. Have we been 

| at fault, or has this been due to absence from the city, or have you had no 
| . need of the charming things which are here? We wonder; but now that 
| spring is in the air, it seems that surely we can be of service. 


} 


May we? 

“So many new and delightful models are among the late offerings 

, exquisite in design, perfect in wotkmanship, or choice fabrics, and faithful 
to the best of current French ideas—we cannot urge you too strongly 


to make an effort at least to see them. Shall we expect you?” 


“Dear Madam: 


““We are always very much interested when we find that a customer's 
charge account has not been used for a long time, because it may be 
possible that we have failed in some particular to render the satisfying 
service that it is our intention to give at all times. 

“It is with much regret, therefore, that we find you have not been 
making the accustomed use of your account during the past year. 

“We would like very much to learn if anything has occurred that has 
not been satisfactory to you, as we are often able to improve our mer- 
chandise and service, through suggestions from our customers.” 


Mail blank statement with this sticker attached or typewrite this on 
the statement: 

“If there is a person whose friendship you value, and if you do not 
hear in any way from that person within a reasonable time, you are at 
least interested to know the reason; that is what we are doing today— 
making known to one who has been missed. 


“It is our hope that you have found your account here a convenience 
and that we may again have the pleasure of serving you in the near future.” 





SHINING UP 
“John, why are you drinking that 
liquid veneer?” 
“I’m just acquiring a little polish.” 


JANUARY DOWN 2.3% 

Chicago, Feb. 2.—Gross sales of 
Sears, Roebuck & Co. for January 
were $22,080,174, against $22,590,905 
for the same month in 1926. This is 
a decrease of 2.3 per cent. a 








ploys an adaptation of an idea com 
monly used by automobile and radio 
the 


installment payments. 


dealers to insure collection of 
He maintains 
a force of repairmen, polishers, and 
cabinetmakers who take care of any 
complaint coming from customers. 
This merchant has found that in the 
effort to keep down losses and collec 
that the 


customer gets his money's worth and 


tion costs, it pays to see 
that imperfections in the merchandise 
sold are taken‘ care of. His service men 
are at the customer's call throughout 
the life of the time-payment contract. 
He attributes to this plan much of the 
credit for keeping losses below \% of 
1% on $2,000,000 of business a year, 
70% of it transacted on a time basis. 
EFFECTIVE MEANS OF 
GETTING A REPLY 

Several have 
unable to secure a-reply from the 


members who been 
debtors in regard to past due state- 
ments, have found that if they bill the 
debtor at $25.00 or $30.00 more than 
the correct amount, that the debtor 
will invariably come in to complain 
about the incorrectness of the state- 
ment, and in this way you can secure 
an interview and oftentimes a settle- 
ment. 

AN EFFECTIVE COLLECTION 

PROCEDURE 

Several members report that they 
have secured excellent collection re- 
sults by sending the debtor a letter 
once a day for a week and a special 
delivery on Sunday. The cost, of 
course, is small and they report a high 
percentage of collections. 

(Additional Ideas on page 2/) 
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National O, K. Charge Phone 





THE KILLIAN 
15 seconds toitl 
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Authorizers switchboard in the credit office of The Killian Co. 


HE KILLIAN CO., Cedar Rapids, Iowa, 

clipped minutes to seconds in the authori- 
zing of charge sales in their store by installing 
a National Electric Charge Phone System. 
This system gives them the maximum of 
control over their charge purchases. 





THE NATIONAL CASR 
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CEDAR RAPIDS .1OWA. 


January 27, 1927. 


National Cash Register Company, 
Dayton, 
Ohio. 


Gentlemen: 


In November 1925 we installed the latest type 
0.K.Electric Charge Telephone System, and it has proven 
so satisfactory that we feel obligated in expressing our 
thought. 


Our new 40-line switchboard with 36 stamping and 
perforating telephone units provides practically instantan- 
eous service to any selling department in our store. 

Our switchboard is of the type which enables us 
to use two authorizers during heavy sale days and during 
the holiday season. 


On December 24, last year, our two authorizers 
handled 2450 charge transactions at an average speed of 
fifteen seconds per authorization. 

This quick service pleases our customers, and at 
the same time our credit office obtains complete control 
over the many charge accounts. 

It is most dependable, 

Yours very truly, 


THE KILLIAN COMPANY 


Sec'y & Treas. 
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Complete Co-operation Planned 





J. J. HINCHMAN 
Chairman, National Ass’n of Retail Credit 
Men’s Committee 


HE committee from the Retail 

Credit Men’s National Associa- 

tion and the National Associa- 
tion of Credit Men met on February 
8th in New York, to formulate plans 
for closer co-operation between the 
Wholesale and Retail National Associa- 
tions. 

The following were the men who 
represented both organizations at the 
meeting: 

5 R. Hewitt, The Hub, Baltimore, 
chairman. 

Sidney E. Blandford, Superior Fi- 
nance Service, Chauncey Street, Bos- 
ton. 

Justin H. Edgerton, James Mc- 
Creery & Co., New York. 

Ed. H. Manahan, Manahan Inc., 280 
Boylston Street, Boston. 

Stephen H. Talkes, Associated Re- 
tail Credit Men, Washington, D. C. 

J. H. Tregoe, executive manager, 
National Association of Credit Men. 

J. J. Hinchman, Underwood Type- 
writer Co., New York. 

Frank C. Demmler Bros. Co., Pitts- 
burgh. 

Arthur Blanchard, London Guar- 
antee & Accident Co., Ltd., New York. 

E. P. Bailey, National Airoil Burner 
Co., Philadelphia. 

Clinton Beck, Hunsicker & Co., 
Allentown. 

Rodman Gilder, editor, The Credit 
Monthly. 

E. Paul Phillips, manager, Adjust- 
ment Bureaus. 

F. S. Hubbell, manager, Public Re- 
lations Department. 

One of the main recommendations 
made by the committee was that joint 
meetings be held between the whole- 


sale and retail, and that the wholesaler 
and retailer should study their credit 
problems together and by closer co- 
operation they could eliminate a large 
percentage of their present problems. 
Crepir Epucation 

The committee unanimously decided 
to promote and public 
schools, colleges, etc., in teaching the 


assist the 


students the value and necessity of 
good credit. A committee consisting 
of Mr. Blandford, Mr. Manahan, Mr. 
Fall and Mr. Bailey were appointed 
to formulate a workable plan to sub 
mit to the schools. 

Co-OPERATION ON LEGISLATION 

The committee, realizing the neces- 
sity for full and complete co-operation 
between the wholesalers and retailers 
on all legislation affecting credits and 
collections, urgently requested each 
member of either organization to assist 
any member of either organization at 
any time on any legislative matter 
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affecting credits or collections. To 
further this good work a strong com- 
mittee consisting of Mr. Hinchman 
and Mr. Hewitt were appointed. 


IMPRESSIVE SLOGAN 


The committee endeavored to adopt 
which would 


forcibly to the wholesaler and retailer 


a slogan bring home 
the necessity of prompt collections and 
prompt pay, but, as suitable slogan 
was not adopted, the matter was 
referred ‘to a committee to be reported 
on a later date. 


Care IN OPENING Accounts 

The committee stressed very strong- 
ly the necessity for a thorough in- 
vestigation before opening any account 
either retail or wholesale, because if 
the individual was O. K. the retailer 
would be O. K. and the wholesaler, 
etc., through the endless chain. But a 
poor set of accounts receivable on the 
retailer's books affect the wholesaler, 
etc. 
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Pay Promptly Campaign 


(Continued from page 5) 


the campaign over, but surely some 
special mention should be made of the 
co-operation of John M. Connolly of 
the New York Association, Jack 
Mehling of the Baltimore Association, 
William J. Starr of the Boston Associa- 
tion, as these men fought against al- 
most unsurmountable odds and ul 
timately succeeded in influencing their 
local associations into adopting at 
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The committee wants to acknowledge 


an inspiring example of co-operatio 


boosted the campaign in his section 


until it actually became an obsessio 
with him. 


made of the fine co- yperation of Messrs. 
Heller, Woodlock and Truesdale, who 


addressed many audiences 


fluenced many cities to sign up. 


Also some mention must be 


and in 


, 
ron 


publicity in one form or another 


n The list does not include every entry, 
rendered by Mr. Stephen H. Talkes, 
chairman of the service division, who 


filed orders for as many as six neighbor 


n towns have not as vet come in, 


therefore cannot be included 


Also, in 


ran campaigns along their own line. 


Accompanying this report is a list 


of all the towns and cities that ordere 


; Respectfully submitted, 


as In some instances a certain secretary 


ing towns, and as the names of such 
they 
herein, 
but will be included in the final report. 
addition thereto, there were 


approximately thirty other cities which 


least certain features of the campaign. the National Association’s ‘Pay Up” L. l. Mever 
NAME OF CITIES ORDERING MATS, SUPPLIES, ETC. 

ARKANSAS ILLINOIS MISSOURI—Cont'd NEW MEXICO TENNESSE 
Fort Smith Waukegan Liberty Roswell Nashville 
Little Rock Evanston Monett NORTH DAKOTA Knoxy 
Benton Bloomington Hannibal Devil's Lake Marvy 
Fl Dorado Joliet St. Joseph OKLAHOMA Chattanooga 
Pine Bluff Decatur Warrensburg Ponca City Sweetwater 
Gurdon Wheaton Independence : Jackson 

| } Enid é 

ARIZONA LaSalle Sedalia Alva Memphis 
Douglas nr oer MINNESOTA Sapulpa TEXAS 
Tucson ocktord Roc hester Tulsa (ys aive ston 
Phoenix Rock Island Hibbing Blackwell Lubbock 
Bisbee ; Normal Crookston Okmulgee Houston 
Yuma INDIANA Blue Earth Drumwright Dallas 

ALABAMA Terre Haute Fairmont Henryetta Jacksonville 
Tuscaloosa Evansville Litchfield Anadarko Beaumont 
Montgomery Gary St. Cloud Hobart “ Pane 

a ; Valparais« T ’ Stigler | Paso 

CALIFORNIA be ater eg vy os sal San Antonio 
Redding Evansville ~~. Bil temeith: 4 ngview 
AF te IOWA Great Falls OHIO ~N 
¢ ' — | lowa City Missoula Steubenville \ 
amg sen Sioux City MIC AN Greenville sae 
Santa Rosa Red Oak . MICHIGA Temple 
Calexico ed Oak Ypsilanti Buc dhe Austin 
San Rafael IDAHO 7 Jackson ee Paris 
Chico Twin Falls Royal Oak ‘aron GIN 
Brawley Wallace Hastings OREGON VIR te) 
Aubere KENTUCKY Chesaning Portland Norfolk 
som “1 salegiun Pontiac Klamath Falls Ny N 
Artesia 3 ve! Battle Creek Oregon City WASHINGTO 
San Jose LOUISIANA Alpena Portland ee 
Ventura a , MISSISSIPPI PENNSYLVANIA a 
Napa sake Vharles Natchez York on 1G 
Centario - Rouge Vicksburg Harrisburg ° a = - 

COLORADO Shreveport ee ‘ Lewiston xs 
Puebl Leesville NEW YORK 7 Clearfield Ellensburg 

uedIo Monroe New York City Wellsboro Olympia 
Durango Hemmend Utica iectie Walla W alla 
Boulder —— MARYI AND Schenectady _— WEST \V IRGINI \ 
Colorado Springs _ Baltim Elmira Huntington Huntington 

D.C saltimore Olean Reading Wheeling 
Washi Cumberland ong hs 5 aaraster Cision 

—— MASSACHUSETTS NORTH CAROLINA Pittsburgh Cledienen 

FLORIDA Springfield Raleigh Hazelton Weston 
Bradenton Lawrence Greensboro Oil City Bluefield 
Sarasota Boston NEBRASKA RHODE ISLAND Fairmont 
Orlando Holyoke Lincoln Newport Morgantown 
Sanford Northampton Norfolk WISCONSIN 
Pensacola Worcester Omaha SOUTH CAROLINA Superior 
Ft. Myers Pittsfield Columbus Spartanburg Green Bay 

GEORGIA Lowell Chadron SOUTH DAKOTA WYOMING 
Macon MISSOURI NEVADA Sioux Falls Cheyenne 
Columbus Springfield Las Vegas Huron Laramie 





ABRAMS CAPITALIZES NATION- 
AL MEMBERSHIP 

This excerpt from a letter addressed 
to Mr. Woodlock from B. J. Abrams, 
president of the New Haven Credit 
Ass’n, and manager of the “Model 
Clothes” firm, shows how some use 
their membership in the National: 

“I am taking this opportunity to 
tell you how much we get out of your 


Crepir Woriv. We even use your 
front cover as enclosures with state- 
ments. For example, in your January 
issue, page six, your Pittsburgh situa- 
tion is identical with ours here, and we 
are going to work a hundred per cent 
National membership along the same 
lines, by way of making everyone who 
joins the bureau a National member. 

Your encouragement on page ten 


on an ordinance for moving has been 
placed in the hands of the committee 
and efforts will be made along those 
lines as well. 

Your suggestionon page nineteen for 
a combination meeting between whole 
sale and retail credit men is also in 
the works, as well as meetings with the 
Advertising Club and Merchants Divi- 
sion of the Chamber of Commerce.” 
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The Daily Snoozer 


PUBLISHED SEMI-OCCASIONALLY 


At the Annual Conventions and Other Occasions Whenever Editorial Symptoms Develop 


It’s the size of a dime 


but worth a million 





OS 


Editors Bonded by Fellowship 


Criticisms Solicited 
(For Waste Basket) 











NINTH SNORE OF THE SIXTH YEAR 


MARCH, 1927 


HALF SCENT 








McMu ten Says “Durn ’Em” 

Our request to McMullen for ad- 
ditional items for March 
brought this reply: ‘My associated 
editors have not sent me any items 
this month, durn ’em, and I am dry.” 
We are wondering what Mac means 


Snoozer 


Bic 

Above were the headlines appearing 
in the papers the day following the 
Auburn convention. 


Men at AusurRN CONVENTION 


These headlines 
were prompted by the collapsing of the 
speaker's platform the evening of the 
banquet. 

The men who were seated at the 
speaker’s table were such big men, 
that shortly after they were seated 
the platform couldn’t stand the weight 
and it groaned and caved in. 


Murperer Conresses 

Klines at Kansas City received a 
letter from one of their debtors saying: 
“IT am unable to pay my bills at this 
time owing to the death of my brother 
for which I am responsible.” 

Denver GanG CHARITABLE 

C. M. Reed, of Denver, says that 
Red Feather Lakes is a place that 
needs constant “pepping up” or the 
association would fall by the wayside. 
So Charlie Mark and the rest of the 
Denver gang feel that charitable feel- 
ing surging over them about every 
two weeks during the summer, and in 
the interest of better credits they go 
to Red Feather Lakes to hold a meet- 
ing. Incidentally, there is good fishing 
at the lakes. 

O. C. Reed, new manager at Grand 
Junction, says a bureau manager’s 
job looks soft from the outside, but 
when you become a manager, great 
and cruel is the awakening. 


HeELter’s RESPONSIBILITIES 

At the Mississippi Valley Conference 
President E. B. Heller proved his 
fearlessness and trustworthiness by 
conscientiously safeguarding a large 
pocketbook entrusted to his care by 
a fair lady. 

The above is the reason for Mr. 
Heller’s failure to take more active 
part in the festivities of the evening. 
His responsibilities were too great. 





J. H. Edgerton, credit manager 
McCreerys, New York, is a versatile 
chap. At the Auburn Conference he 
made an excellent speech, conducted 
the quiz, sang songs, recited poetry 
and danced with every lady present. 
He even tried to open up charge ac- 
counts with the prisoners at Auburn 
penitentiary. 

We wonder why so many of the 
delegates at the Cincinnati Conference 
insisted upon driving over the river 
into Kentucky after gach session? 

Milt. Solon, credit manager Day- 
ton’s, Minneapolis, is now driving a 


Packard 


some class. 


A. D. McMullen, of Oklahoma City, 


the original “Snoozer,” has been 
spending all month at the State 
capitol. Somehow those Oklahoma 


legislators will insist on passing bills 
the retailers don’t want, unless Mac 
is on the job. 

Netson Is A Person—Nor An 

AVENUE 

Please announce in your valuable 
magazine that the proper way to 
address “Nelson” of Providence is 
Mr. H. Nelson Street, Chamber of 
Commerce, Providence, Rhode Island, 
and not as follows: Providence Cham- 
ber of Commerce, Nelson St., Provi- 
dence, Rhode Island. 


The Miracle Play was being shown 
at a certain theatre and a Scotchman 
followed by a Jew appeared at the 
ticket window. All but three dollar 
seats were gone, and the Scotchman, 
who must have been feeling unusually 
well, tendered a five-dollar bill, saying: 
“Keep the change.”” When the Jew 
stepped up he said, “I did want a 
ticket; but I guess I don’t need it now; 
I have just seen ‘the miracle’.” 

We just received a letter from Mr. 
Ahl of Detroit, enclosing a reply from 
a credit reference. We are duplicating 
it herewith, as it is self-explanatory. 
This is written on Cosmopolitan Club 
stationery, 1479 E. Jefferson, Detroit, 
Michigan. 

.F E B. 2/27/ 
DEAR. SIR. 
JN. REFERNU TO. 

MR. GUST. THOMAS. HE HAS 
BIN IN MY. EMPLAYNIET. FOR. 
TWO. YEAS.. 19/24. and .19 /25. and, 
? find him very. onest. and. sat ful. 
and. thnik He.is good for what he 
might purchase. from y un. 

VENY. TRU TY. YOURS. BY. 
I’m looking prosperous, you say, 

As though my bank account were swelling; 
And my new house you passed today 

Is really quite a nifty dwelling? 

I thank you. I am more or less 
In what is sometimes known as “clover,” 


But, well—the house, I must confess 
Is just the old one painted over. 


You hope I will not lose my thrift 
And get too reckless with my money? 
Now, that new car—lI get your drift, 
And frankly, it is very funny. 
For though she seems a doggy boat, 
Some fifty thousand miles I drove her 
Before she got her present coat 
She’s just the old one painted over. 


What's that? You fear prosperity 
Has made me fickle and capricious, 
And that gay blonde you saw with me 
Might make my little wife suspicious? 
Cheer up, old top! Through all my life, 


I've been a sticker, not a rover; 
That’s not a new, prospective wife— 
She’s just the old one painted over! 


—The Red Book. 
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The Economist’s View Point 


Address at Mississippi Valley Conference 


By Dr. I. Lippincotrr 


Professor of Economics, 


HE objections to installment 

selling have been based largely 

on the evils and not on inherent 
weaknesses in the system. That there 
are evils no one will deny, but these 
credit evils are not peculiar to install- 
ment selling; they describe all credit 
systems. Thus there is no doubt 
that some customers abuse the system 
by buying more than their salary will 
support, or by failing to make their 
payments promptly, or even by refus- 
ing to pay after the goods have been 
More- 
over, some credit managers do not 
have sufficient information for sound 
credit judgment. But these indict- 
ments prevail also against any credit 
system. 

As a system of selling, and as a 
method of diffusion benefits, the 
installment method has a number of 
points in its favor. 

First, it is the method by means of 
which the fruits of progress are shifted 
promptly to even the humblest citizen. 
Were it not for this selling device many 
new inventions would remain the ex- 
clusive use of the rich. This statement 
is certainly true of automobiles, pianos, 
phonographs, radio apparatus, and 
vacuum cleaners, to mention only a 
few of the new products. By install- 
ment selling these things get promptly 
into the hands of the poorer consumers. 
The benefits of industrial progress 
have been more rapidly diffused by 
this method than by any other system 
which has been devised. 
that the consumer can or will save to 
buy these desirable objects is to over- 
look a characteristic shortcoming of 
human nature—namely, the ability 
and willingness to look ahead. While 
the ordinary consumer will not save 
for a future benefit he will save when 
an obligation rests upon him. The 
installment obligation provides just 
the pressure he needs to make him 
work and save. 

Second: It follows from what has 
just been said that installment selling 
increases the volume of the country’s 
business. It supplies an enormous 
stimulus to purchase because it puts 
the enjoyment of the goods in the 


in their hands for some time. 


To assume 


Washington University 


hands of the buyer immediately. He 
readily creates an obligation when he 
can have possession now, but once 
that obligation has been created he 
recognizes it and works to discharge 
it Installment selling thus becomes a 
device for getting more work out of 
people. And this signifies more 
industry, more labor, and more manu- 
factured product. The benefits are 
passed along down the line to all 
grades of producer. The persons who 
supply the raw materials, the manu- 
facturer, the merchant, the banks who 
help finance the trade, the transporta- 
tion agencies which carry the goods, 
obtain the benefits of this enlarged 
volume of business. 

Third: Installment buying creates 
habits of thrift and of regularity in 
financial matters. Thereby it gives a 
better tone to business. 

No doubt objections can be raised 
to the system. It is claimed that it 
But this 
evil is not peculiar to installment buy- 
ing. For years we have said that one 


leads to overextended credit. 


infallible cause of panics and de- 
pressions was due to too much op- 
timism on the part of buyers and 
sellers which led them to take more 
goods than they could dispose of. 
But overextended credit 
under any system of credit. 

Likewise with overbuying, which is 
an evil of installment selling. But this 
also is nothing new since it has existed 
through all the stages of the develop- 
ment of old line credit. To say that 
installment buying is the weak spot 
in our present credit fabric is to over- 
look the fact that we are now under a 
system of regularized banking, that 
the old time panic is a thing of the 


may exist 


past. This criticism also fails to take 
into account that installment sales 
are based on normal credit—that 


means on goods which in most cases 
have been covered by a chattel mort- 
gage. The installment goods them- 
selves which move in trade are the 
basis of credit. 

The credit man who improves his 
job each day will find a revolution in 
business at the end of the year. 


New Ideas Department 
(Continued from page 15) 
PUCKETT GETS 90% RESULTS 

Our Director, Mr. Puckett, of 
Wichita, Kansas, stated in the Mis 


Valley that he 
found the telegram a very effective 


sissippi Conference 
means of collecting in town. 

He stated that he sent 150 telegrams 
on past due accounts on the eighth of 
the month and on the tenth of the 
month he had received 90°7, returns. 
These telegrams were sent between 
6 and 7 a. m. and therefore caught 
both the husband and wife at home. 
He also stated that out of 150, there 
was only one who became offended and 
called at his office to rebuke him for 
the tactics he took to secure settle 
ment. 


The following letter has been found 
In nine cases out 
of ten it has brought back both a check 
and a letter of apology 3 

“Dear Sir: 


“Repeated applications addressed to 


to produce results. 


your residence regarding the enclosed 
account dating back to 

last, having elicited no response what 
the 
family must either be away from home 


ever, we can only assume that 


or that our correspondence has not 
been reaching you. 

“We have therefore taken the liberty 
this to 
the 
register it--so that it may reach you 


of 


address 


sending your business 


taking precaution to 
personally, when we know the matter 
will receive immediate attention. 

has 
been your practice totake care of your 


‘Our records indicate that it 
accounts promptly when they became 
due, and it is naturally our desire to 
obviate any adverse rating which you 
might otherwise suffer over a matter 
with which you have possibly not been 
made familiar. 

“Regretting the necessity of troub- 
ling you at your place of business, and 
thanking you for your esteemed pat 
ronage, we are 

“Yours very truly, 
“Tue Rerait Store.” 


Put a penny right up before your 
eyes and you can’t see a dollar two 
feet away, although it is right in reach. 

The credit man who can bottle up 
his wrath at all times is a corker. 





ae 
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The Merchant Owned and Controiled 
Collection Business 


(Continued from page 9) 


reason that you should not play 
‘tit-tat-toe’ with your accounts, trust- 
ing that if you should happen to hit 
the right spot, you win, as no credit 
man can hope to attend to his already 
multifarious duties and keep posted 
on the merits, or otherwise, of each 
particular name listed by the thou- 
sands in these books. 

“Then again is the sometimes costly 
experiment of turning your accounts 
over to national 
collection agency who promises great 
results, but who operates from some 
city in many cases farther away from 


some self-styled 


your debtor than you are yourself. 

“Then there are the agencies that 
approach you with a ‘guarantee’ 
providing you will pay them from 
$50.00 to $100.00 in advance. 

“One Detroit concern spent several 
hundred dollars in addition to $200.00 
they paid one of these agencies to 
determine what their ‘guarantee’ meant. 

“Tt is still less comprehensible when 
these same creditors would look with 
suspicion upon any local well estab- 
lished and reputable agency who would 
not demand an advance for the 
privilege of turning collections over to 
them. 

“It is true that the ‘pay in advance’ 
agency through the medium of their 
well disciplined salesmen of great 
conversational ability, will assure al- 
most anyone to their satisfaction that 
the money you advance is coming back 
to you, but the joker is in the docu- 
ment you must sign, which seldom is 
read carefully enough to disclose the 
various requirements of you which 
makes the possibilities of your realizing 
your expectations very remote. 

“Although the writer naturally is an 
exponent of the bureau collection 
system, this is not intended as a brief 
on their behalf alone, as there are 
good responsible private agencies in 
every city, and it is the writer’s belief 
that every credit man would do well, 
and the merchants would profit, by 
establishing relationship with some 
one of them in his own city—either the 
bure au or a private agency if preferred, 
just as he does with his bank, and stick 
to them as long as he is getting satis- 
faction. 


“It seems to the writer that it is a 
reflection upon any credit man’s 
opinion of his own ability when he 
acknowledges that someone else can 
collect the account by long distance 
methods or merely form letters, better 
than he can himself, which is usually 
the only method used by the agency 
whose home office is possibly hundreds 
of miles away from both the creditor 
and the debtor. 

“Your local has relations 
with agencies in almost any city where 


agency 


your out-of-town debtors reside, one 
which is permanently located there and 
has the same knowledge of its city 
affairs. 

“In a discussion, therefore, of the 
advisability of using your local agency 
on your out-of-town accounts as well 
as your local, it cannot help but lead 
up to the great advantages obtained 
if that local agency is a department of 
your own credit bureau. 

“All old established collection at- 
torneys or agencies were organized 
primarily to handle trade accounts. 
The vast extension of retail credit is a 
comparatively recent development, and 
it has been far too rapid for these old 
agencies to keep pace with the new 
conditions handling of 
These accounts 


arising in 
individual accounts. 
demand specializing, 

“The knowledge necessary in hand- 
ling an individual account as referred 
to previously is best obtained in the 
credit bureau. If then the bureau has 
a collection department, that depart- 
ment has advantages over any or all 
other collection agencies. 

“It has an exclusive and forceful 
instrument with which to accelerate 
action on the part of the debtor by 
giving him fair warning of what the 
bureau can do to his credit standing 
locally if he doesn’t meet his just 
obligations elsewhere. 

“IT believe that in the very near 
future that merchant members of 
retail credit bureaus in every city 
will bring about the establishment of 
collection departments in their bu- 
reaus, as the most logical and effective 
method of collecting slow accounts. 
This in turn will also bring about a 
greater positive co-operation between 


bureaus when they discover that new. 
comers to their city will have all un. 
paid accounts follow them directly int, 
the bureau for the protection of their 
members. 

New York 

The largest city in the United 
States, New York, recently organized 
a collection business within and as a 
part of the Associated Retail Credit 
Men, Inc. Operating less than a year 
this office now handles thousands of 
accounts for its merchant members and 
is a complete success. 

In New York, as in many other 
cities, the collection department quick- 
ly followed the installation of a 
merchant owned and controlled credit 
reporting business. 


WASHINGTON 


The Associated Retail Credit Men, 
of Washington, D. C., recommend the 
co-operative plan of collections. This 
owing to results obtained in their 
own department as managed by Mr 
S. H. Talkes. 

“The co-operative contact afforded 
by a collection department operated 
by a mutual organization is the vital 
influence in determining comparative 
value,” says Manager Talkes. ‘‘First 
of all, the benefits to be derived from 
a definite clearance of information 
through a local office is reflected in 
the efficiency of the collection phase 
of the business; secondly, the prestige 
of the organization handling the claim 
is a factor decidedly in its favor, and 
third, the absolute assurance of prompt 
settlements from a co-operative col- 
lection department controlled by the 
leading retail merchants of the city. 

“In Washington, receive 
more favorable consideration when 
presented to the debtor through the 
association department, due tothe far- 
reaching influence of the organization 
as far as the general credit standing 
is concerned. Instinctively, the debtor 
realizes that an association of retail 
credit men will not tolerate past due 
accounts with one member and at 
the same time allow unlimited credit 
with others. The idea is simply that 
when an account is placed for col- 
lection, and is referred at once to the 
general files, every firm is interest- 
ed in the declination of the ex 


claims 


tension of credit to the individual until 
the record is cleared both in the col 
lection and reporting departments. 
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“Further, an important advantage 
is the mutual collection of accounts 
whereby the co-operative department, 
by so notifying its members of the 
receipt of an account, can handle other 
accounts at the same time, thus enab- 
ling all credit men to realize at once 
the futility of endeavoring to collect 
their claim individually and at the 
same time giving the massed claims 
suficient impetus that the debtor 
realizes that action must be taken to 
settle. 

“Further, the operation of the de- 
partment in a more efficient manner 
due to the contacts established for 
tracing missing debtors. 

“And again the ready reference to 
the general files of a co-operative 
collection and credit department that 
have been developed by the constant 
interchange of information of all kinds 
as compared to the files of a private 
owned agency built up from collection 
items alone. 

“The most important advantage of 
a co-operative collection department 
is the service feature, whereby the 
organization endeavors to secure settle- 
ment of outstanding accounts in order 
to improve general credit conditions, 
assist in the return of cash for mer- 
chandise delivered, and at the same 
time retain the good will and patron- 
age of the customers. Of course, this 
service is rendered for a reasonable 
remuneration, but the privately owned 
agency collects with the financial end 
of the business as its sole objective, the 
commissions earned constitute the real 
interest in the claims, and little regard 
is felt for the retention of the customer 
as a cash or credit patron of the busi- 
ness house. The service idea applied 
to a mutual collection department is 
reflected in the attitude of the residents 
of the city toward the same, whether 
it be friendly, due to the assistance of 
the merchant controlled organization 
in arranging settlements in times of 
financial duress, or hostile, due to the 
hard boiled methods of most privately 
owned agencies who are guided in their 
efforts solely by the amount of com- 
mission to be gained from the ac- 
count.” 

CLEVELAND 


Retail establishments of Cleveland, 
members of the credit association, 
underwrote and launched a merchant 
owned and controlled collection de- 
partment in July, 1926. 


It has paid its way of going from 
the start and is adding thousands of 
reports to credit files each month. This 
is considered of great protection to 
credit grantors. 

Every account received is reported 
to participating members through 
what is termedan “Insurance Bulletin”’ 
or by individual notice. The amount 
is given but the identity of the report- 
ing member is not revealed. 

In Cleveland it was found that 
manufacturers and other employers 
welcomed the centralization of such 
work and are eager to assist both the 
creditor and debtor. It works to the 
mutual advantage of both. 

The starting of a collection depart- 
ment was followed with a heavy in- 
crease in membership, due to the fact 
that collections are not received from 
local non-members. 


CREDIT MISAPPLIED IS 
CALLED A CURSE 


“Credit as such, or deferred pay- 
ment, properly understood and ap 
plied, is a benefit agency, and when 
The 
modern credit man stands as a pro 
tection wall between the wise and un 
wise applicant for credit. His function 
is to draw the line between safety and 


misapplied it becomes a curse. 


dishonor and to hoist his signals ac 
cordingly.” 

That was the message delivered to 
the Associated Retail Credit Men of 
Milwaukee by William George Bruce 
at their banquet Thursday night. 

“If the credit operations carried on 
in this country assume a wider range 
and touch a larger proportion of the 
population than in any other country, 
it is because we possess the greater 
ability to pay,” he said. “This implies 
financial and moral stability, which in 
the last analysis are based upon mate- 
rial progress and human intelligence.” 


—From the Milwaukee Journal, Feb. 
25, 1927 
25, 1927. 





Position as credit 
manager; competent executive; 
10 years intensive retail credit 
and collection experience; clean, 
successful record; salary com- 
mensurate. Address communica- 
tions to Editor Creprr Wor tp, 
Equitable Bldg., St. Louis, Mo. 


WANTED: 








MAGISTRATE TALKS TO 
CREDIT MEN ON FRAUD 
Commercial frauds during 1926 in 
volved about $200,000,000, according 
to figures made public by Magistrate 
George W. the Com- 
mercial Frauds Court, speaking before 


Simpson, of 


200 credit men in the headquarters of 
the 


America. 


Associated Dress Industries of 

Of the 618 cases of commercial fraud 
brought to court, Magistrate Simpson 
stated that 613 were held and con- 
The assured his 
hearers of his desire to co operate with 


victed. magistrate 
them in every way possible as private 
individuals and as an association to 
check fraud evils. 

The Commercial Frauds Court was 
created in 1922. 


WORTH IT 
“Why did you hand the boy in the 
cloak room such a big tip when he gave 
you your coat r 
“Just look at the coat he gave me.” 


Tit-Bits. 


- See Page 11 - 





Y our Collections 


~ DETROIT 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 


Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 


RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organization 
owned by the merchants, for their 
protection, are self-evident. 


Rates Reasonable 
Safety Assured 


| 


j Address —602 Barlum Bldg. 
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The Interdependence and Interrelation 
of All Lines of Credit 


(Continued from page 7) 


They get references, of course, and 
such references have a value; but the 
references are mainly those in similar 
lines of business or which applicant 
thinks will make a good impression 
and speak well of him. But how 
about the firms not mentioned? How 
many applicants volunteer telling what 
they the 
finance radio dealer, in- 
dustrial lender, credit jeweler, or on 


are paying regularly to 


company, 


other non-essential debts? 

Most people have charge accounts 

sand the majority of credit buyers have 
had accounts for all the various lines 
of merchandise they have ever bought, 
groceries, coal, rent, clothing, furn- 
iture, millinery, shoes, jewelry, pianos, 
radios, automobiles, department stores, 
etc., and usually they have active 
accounts in several of these lines at 
the same time. 

All this shows that business today 
interrelated interde- 
pendent in this matter of credit, that 
each line is influenced by and must 


is so and so 


take into consideration the claims of 
the other lines who have a stake in 
that customer as a customer of their 
own. 

A judge years 
presided over a court of domestic 
relations and who during that time 
heard over 5000 divorce cases, told me 
that he believed that financial matters 
lay at the bottom of the big majority 


who for sixteen 


of those 5000 cases. “Happiness hasn’t 
a ghost of a show when married life 
becomes nothing but the hopeless job 
of trying to get ahead of the bills.” 
Has it ever occurred to any of you that 
possibly you were the cause of a 
divorce case? 

But credit is a local or community 
problem, and those who hold the purse 
strings can set up any standard of 
credit or establish any community 
credit policy they choose. And the 
proper control of credit in any com- 
munity is dependent upon the main- 
tenance of a centralized bureau to 
act as a clearing house for those facts 
necessary to enable credit grantors to 
form sensible decisions. 

This end cannot be attained by 
various lines, each conducting it own 


credit exchange which derives its 
information from its members alone. 
Suppose a dentists’ credit exchange of 
that sort—a man might have gone 
along for years, sticking everybody of 
whom he bought goods, before he had 
a toothache, then some dentist would 
suffer a financial ache before the other 
dentists could know anything about 
that patient’s paying proclivities. Sen- 
sible? But you fellows are doing more 
or less the same thing. 

Further, with each business and 
profession conducting its own credit 
exchange, to get a complete report, 
you must have reports from all of the 
various exchanges, and even then the 
report would be incomplete, for it 
would not contain the experience of 
those unorganized lines with no ex- 
changes. And I know of cities where 
we must, for certain lines, get reports 
from three and four exchanges or 
bureaus. 

Because of the very needs and con- 
ditions it must serve, a credit bureau 
is a natural monopoly; more than one 
credit bureau in a city is of as much 
nuisance as more than one telephone 
system, and a greater financial menace, 
because of the incompleteness of re- 
ports each must render. 

The ideal situation is where all who 
extend credit use one credit bureau 
to which they report the new accounts 
opened, bad checks, bad accounts, etc. 
A report from such a bureau will be a 
cross-section of the subject’s credit 
activities in that community; it will 
embody not only the experience of 
those firms given as references, but 
the experience of other firms not 
mentioned by the applicant for credit 
and of whom he often hopes the 
merchant may never learn. 

The credit bureau likewise should 
incorporate within its credit files 
court house news and clip from news- 
paper advertisements of non-responsi- 
bility for debts of others, and other 
items of interest to credit grantors. 

We have been discussing “credit” 
for two days now; do we know what 
we are talking about? That is, credit? 
There are as many answers as there 
are to the question, ““What is law?””— 


and all are more or less correct. 
own definition is: 

“Credit is that factor in business 
which has to do with the transfer of 
something of value on a promise(stated 
or implied), for payment of a sum 
(stated or implied), at some future date 
(stated or implied).” 

You will have noticed that I used 
the term “stated or implied”’ three 
times—stated or implied promise to 
pay—stated or implied sum to be 
paid—stated or implied date for pay- 
ment. 


My 


I have known instances where 
promise, amount and date were all 
three “implied;” and in too many 
instances one or more of the three are 
“implied”—and thence comes your 
woe. 

Bankers are business men whose 
merchandise is credit; there is none of 
that “implied” stuff when you get 
credit of them. Follow their example 
in requiring all three of those three 
things “stated” when you open a new 
account with a customer; an account 
properly opened is half collected. 

Many merchants and salespeople 
are so fearful lest they offend a 
prospective customer that about the 
first thing they do is to assure the 
customer that his credit is good for 
all he wants, that he can take all the 
time he wants to pay, and that his 
terms are their terms, even in advance 
of selection of the merchandise—that’s 
selling terms, not merchandise, and the 
practice undermines the whole credit 
structure. 

Can he pay? Does he pay? Will he 
pay? 
which the credit grantor needs reason- 


These are the questions of 


able assurance before he sanctions the 
charge. 

Can he pay? That depends not only 
upon his income, but upon his fixed ex- 
penses and what he already owes. The 
credit bureau can answer—credit ser- 
vice, like salvation, is free, but you 
must pay the freight. 

Does he pay? The credit bureau can 
answer. 

Will he pay this new account he is 
asking? If the report shows the amount 
to be within his means and that he has 
been as good as his word hitherto, you 
have little reason to apprehend you 
will not fare the same. And in getting 
this information for you, remember, 
the credit bureau is a part of your own 
office system which for convenience is 
housed under another roof, those in 
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the bureau are working for your firm 
the same that you are and are con- 
cerned in getting full and reliable data 
whereon you may base sound decision. 

When report shows applicant is pay- 
ing others all right, analyze the report 
to discover whether he can, in addition 
to present load, carry the account he 
is asking of you. Possibly this addition- 
al charge would make a total greater 
than he can handle, and if you sell him, 
he will become slow and you or one 
or more of his other creditors will 
invoke the Remy Bill (or its counter- 
several states); suit 
follows suit; he loses job after job; and 
there is nothing between him and 
starvation except bankruptcy; and you 
have helped drive him to it. The Remy 
Bill was never intended for honest 
men, nor for merchants to use as basis 


part in your 


for opening new accounts. 

Too many credit buyers have no 
financial they 
honest, but they cannot budget and 
do not know where they stand; so 


sense; mean to be 


filling up on the “moonshine” of your 
terms are our terms, and your credit 
is good for your wants, under the 
influence of that “hooch” they go on 
a credit joyride, and the credit grantors 
are equally culpable with him for the 








CLEVELAND 
COLLECTIONS 
are 


SOLICITED 


DEPARTMENT 

owned and con- 
trolled by representative 
retail establishments of 
City. 


Association will accept, 
| and solicits, all forwarded | 
| ¢laims for collection. 
Address 

| ‘The Cleveland Retail 
| Credit Men’s Company 


405 Chamber of Commerce | 
| Building - Cleveland, Ohio | 
| 

















smash which will injure them and ruin 
him—a man honest at heart (but who 
could not figure), a customer who, with 
proper handling, would have been an 
asset to the community and a profit- 
able customer, is gone. “‘Who killed 
Cock Robin?” “‘We,” said the debits, 
“with our loose killed 
Cock Robin.” 

Ignoring the interdependence and 
interrelation of all lines of credit, and 
instead of placing the blame where it 


credits we 


belongs (which is as much over-selling 
as it is over-buying), business men call 
for more and more stringent laws to 
assist them in collecting their accounts 
the ills which their 
short-sightedness and greed for volume 
have brought about; this is a tendency 
which has been growing steadily and 
which can 
the 
other way 
pealed. 


to cure own 


have but one logical out- 
pendulum will swing the 
and the laws will 


come, 
be re- 
What we need is not more 
which 
latter, after all, is one of the most 
uncommon things we seem to have. 


laws, but more common sense 


Our statutes of exemption, so dras- 
tically modified by the Remy Bill and 
similar laws in other states, 
enacted many years ago when a dollar, 


were 


measured by its purchasing power of 
necessities, had a value three or four 
times as much as now. Those statutes 
were enacted because it was recognized 
as self-evident that a certain minimum 
of property was necessary to a married 
man to prevent his dependents be- 
coming public charges; there is senti- 
ment and agitation now to raise the 
exemptions to an amount commen- 
surate with that originally meant, and 
to do away with the Remy Bill and its 
ilk. Use of coercive and drastic col- 
lection measures but hasten the day. 

In this matter of credit, the dead 
beat cuts small figure; he is not the 
problem. Your menace is the man, 
honest at heart, who intends to pay 
when he gets the means, but who does 
not know his ability to pay—who can- 
not figure out a budget for one of his 
means. You can, and it’s your job to 
help him figure it out. 

Finally: Do you as credit grantors, 
realize and appreciate your responsi- 
bilities to your employers? Your firms 
send highly-paid buyers to the markets 
to select merchandise which will afford 
reasonable profit and good turn-over. 
Then the firm turns that merchandise 
—merchandise which all those buyers 


have bought—over to you to reinvest 
in character and moral risk; you must 
make wise selection of those risks, that 
your accounts receivable show a good 
turn-over. Your responsibility is great- 
er than that of any buyer. And that 
you can make wise decisions on the 
cases which come before you, you need 
a credit bureau whose reports will be 
complete, that you can recognize and 
take into consideration the sum total 
of an applicant's debt in all lines as 
balanced against his income—that you 


can consider and weigh the inter 


relation and interdependence of all 


lines of credit. 


- See Page 11 - 






































NATIONAL DIRECTOR 
CRAWFORD DEAD 
With deep sorrow we announce 

the death, on March7, of National 

Director Richard P. Crawford of 

Baton Rouge, Louisiana. 

Mr. Crawford was Secretary 
Manager of the Retail Merchants 
Association of Baton Rouge, and 
an aggressive and enthusiastic 
worker possessing an exception 
which 


made him a popular delegate at 


ally genial disposition, 
our conventions 

At Los Angeles in August ,1926, 
he waselecteda National Director 
for a three-year term. 

Only 60 days ago, we condoled 
with him on the passing of his 
mother. 


MRS. GILFILLAN DEAD 
World was 
shocked to learn of the sudden 
death of Mrs. S. L. Gilfillan on 
February 17, 1927. 

Mrs. Gilfillan was the wife of 
Gilfillan of Min 
neapolis, the founder and past 
president of the R. C. M. N. A. 


Thousands of credit men and 





The entire Credit 


Sherman L. 


women familiar with the work of 
Mr. Gilfillan in the development 
of our National Association join 
the officers and directors in ex 
pressing to Mr. Gilfillan and his 
family our sincere condolence and 
sympathy in their bereavement. 
They have lost a faithful wife and 
a loving mother. 
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‘Gettin 


: :  & d matter of Educating 


the Public to pooct their 
bills promptly — 





The “ZENITH” 


Pay Your Bills Promptly 
campaign will do that for 
you. 


A series of common sense, logical, constructive 


the Money’ 










articles written in the language of the masses, 
carrying a convincing human interest appeal 
that gets under the skin and makes people 
think---and pay up. 


































This campaign pierces the armor of the dead 
beat, and will help your local organization 
speed up the collections of its members. It 
increases the percentage of “prompt pays” and 
creates a profound respect for CREDIT. 


This series is released in either full or quarter 
page [newspaper] size, and may be had as a 
whole series or in part. Your organization 
may make its own selection. Mats furnished 
for illustrations only. Permission may be 
granted to alter text to “fit” local conditions. 


Write for further information and prices. We 
will furnish a portfolio of specimen sheets to 
help you sell the campaign 














ZENITH SERVICE 
SYNDICATE 


DULUTH, MINN 





Nine of the $2 “ZENITH” Credit Arti- 
cles are reproduced here in miniature 
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52 Collected 





From 75 Accounts! 















secretery, 


ur. D. J. Woodlock, tional Ass'n-- 


Retail Credit wen's Ne 
Equitable Bldg-- 














What it Contains 


1. One hundred No. 1 Letters, 
informing the debtor that his 
account has been reported to 
the National Association as 
unpaid and sugestr that 
he pay you—WITHI TEN 
pas. All the letters are 
arranged so you can fill in 
your own name and address 
and a postscript instructs the 
debtor to make all payments 

DIRECT TO YOU. 


2. Seventy-five No. 2 Letters. This letter demands immediate action 
3. 


from your debtor. 


Fifty No. 3 Letters. No. 3 is a definite final notice that unless 
your account is paid in ten days, our attorneys will take action 
to collect your account. 

Fifty Collection Forwarding Blanks. On these blanks you are 
to send to us (OR TO YOUR LOCAL BUREAU IF YOU 
PREFER) detailed information on such accounts as the letters 
fail to collect. These we immediately forward to our bureau in 
your locality (if we have one) or to our nearest bonded attorney 
who will make collection on the usual collection fee basis. 


Other Material 


A complete instruction sheet is included with every system. Also, 
® valuable appendix, chock-full of important information, “Things 
= Credit Man Should Know.” A complete digest of the laws of 


various states, covering bankruptcy, garnishments, mortgages, 


judgments, exemptions, etc. 
A convenient, easily accessible display of all forms commonly used 
bi credit and collection procedure—including standard application 


Tuptcy 


lease or conditional sale contracts, chattel mortgages, bank- 
“proot of debt” forms, etc. 
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A New Record For the 
4-Point System 


Here's a letter that, with its accompanying 

adding machine slip, tells the story of 4-Point 

effectiveness in terms of dollars and cents 

Twenty seven out of seventy-five accounts 

NEARLY FIFTY PER CENT — paid in full; 

eighteen more made partial payments; four more 
$ made promises to pay; and the total amount 
collected (see letter) was $1,347.52! 






Successful Everywhere 


This is not by any means an exceptional case 
We have on file in the National Office letters 
from every part of the Country giving concrete 
evidence of the astounding collecting power of 
the 4-Point System. Right in your own state 
probably in your own city~—we can point to a 
successful user. 





That’s Why We Can Say: 
Try It At Our Risk 


Buy it. Use it—according to instructions —on 
100 old accounts. If it doesn’t collect at least 
$10.00 for you, we'll refund the purchase price! 


Price $10.00 Postpaid 
3 Order it Now— You Can’t Lose 


P. $ During the six months we have been making thir 
offer, not a single System has been returned 


Retail Credit Men’s 


National Association 
Equitable Bldg. St. Louis 


Use this coupon 








Retail Credit Men’s National Ass'n 
Equitable Building, St. Louis, Mo. 


Enter my order for one complete R.C. M. N. A. 4-Point Collection System 
Send bill for $10.00 to the address below 


I agree to use the system according to instruction on 100 accounts. If it 
fails to collect at least $10.00 you are to refund purchase price 


Name 

Title 

Firm Name 
Street Address 


City State 
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Keep that record clear and it will help you in countless 
weys—in social and bussness —in th 
an fe wr tumes of necessry 


Retail Credit Men's National Associati 
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Inclose Credit Educational Inserts With Your 
Monthly Statements 


A most effective way to change slow pays into prompt 
Attractively printed (two colors) 
Diplomatically worded - - - + One for each month in the year 


National Association propaganda that does not give offense. $2.00 per thousand— 
Ten thousand lots, $1.50 per thousand. Try them with your April statements. 


Order from 
RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


606 Equitable Building - St. Louis, Missouri 
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DETROIT : 


Is Ready to Welcome You to the 
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First Annual Convention 


of the 


MUTUAL ASSOCIATION OF CREDIT JEWELERS 


(A National Co-operative Organization) 


April 11th, 12th and 13th, 1927 
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A million ideas await you; sales, credit, 
and collection problems will be analyzed. 
The results of years of study and research 
will be at your service. A real educational 
conference of the leaders in the credit 
jewelry business. 
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The foremost credit, collection and |retail sales experts 
will speak and hold group discussions. This will be the 
most outstanding event in the world of installment plan 
business for this year and years to come. 


Special Reduced Rates on the Railroads! 


COME - LEARN - CO-OPERATE - ENJOY 


Every Credit Jeweler Is Invited! 
APRIL 11th, 12th and 13th 
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Mail the coupon today, and we will be glad 
to send you full information regarding regis- 
tration, speakers, railroad rates, and hotel 
reservations. 
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Detroit Convention Committee 
701 Metropolitan Building 
DETROIT MICHIGAN 


. Se sles 
< 


oC 


S. A. POPKIN MORRIS GELLER 
Chairman Secretary 
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Gill Talks on Prompt 
Collections 


(Continued from page 12) 


deterred payment business leaping into 
volume all over the country, this same 
public will expect and endeavor to 
the 30-day 
term toa monthly part-payment prop- 


lengthen regular credit 


osition, and this is actually being 
done in far greater proportions than is 
generally realized. 

“Don’t forget that merchants can- 
not discount bills, cannot make a 100% 
financial statement to Dunn or Brad- 
streets, cannot impress their banker 
when the time comes for expansion, 
when 40 to 50% 


charged and the credit department has 


of the business is 


not kept within the universally ac- 
cepted basis of time, i. e., 30 days. 
You cannot call a customer good if he 
is invariably slow, I don’t care what 
his status otherwise ts.” 

Mr. Cecil, controller of the Golden 
Rule Department Store, of St. Paul, 


customer’s 


upon 
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over to an agency depends to some 


degree upon the agency you employ. 


It is the purpose of some agencies to 


release the credit manager from the 
responsibility of dealing directly with 
the debtor, to determine for him the 
real cause of a customer’s delinquency, 
to make a diagnosis, so to speak, of the 


case and then to decide 


the proper action and follow 


its performance. 


Many agencies are equipped with 


all the facilities for collection work and 
command the confidence and goodwill 
of their clients. 


An agency organized 


for profit appreciates only too well 
the extent to which their continued 
existence depends upon their efficient 
service and reputation for reliability 
and integrity. I do not wish to convey 
the idea that I am discussing collection 
agencies at length, but I wish to im- 
press upon you that if you have the 
co-operation of the right agency, that 
agency may be considered as a part 


Our Legal Department 


(Continued from page 10 


GARNISHMENT OF SAFETY 
BOX CONTENTS 

The contents of a safety-deposit 
in a bank or trust company nad 
seized by a creditor of the person wh 
rented the box. The bank may be 
made garnishee and be required to ope 
the box by drilling a hole in the lock 
if necessary, when the key is in Pos} 


session of the customer. 

Decided by Utah Supreme Court, 
West Cache Sugar Company ys. 
Hendrickson, 190, Page 946. This 
decision represents the law in mos 
states where the question has been 
decided. It has been generally held 
that a bank is a bailee having posses 
sion of the box and its contents. In 
Pennsylvania it has been recently held 
that an execution may be levied on the 
contents of a safety-deposit box, and 
that the sheriff under the suit may 


of your credit department. Of course forcibly open it, if the bank will not. 
in a recent Address before the Min- this is absolutely essential if you are Trainer vs. Saunders, 270, page 451, 


neapolis Credit Association, made the to feel confident and free in placing 


CONTRACTS 
Do you know that where the write 


statement that if he owned a store, your accounts with an agency prompt- 
ly, and while there is still goodwill to 


be considered. 





he would be lenient in granting credits 
and strict in collecting them. 


You will pardon me if 1 mention my 
own firm in this discussion, but I wish 
to the 
practical working out of the plan of 


to do so simply illustrate 


prompt collections. During the year 
just passed, although our charge busi- 
ness showed a substantial increase, 
our loss was less than that of a year 
ago, and that we are at present main- 
taining a percentage of collection of 
about 60° on our general accounts. 
This we not consider the 
results possible of accomplishment, and 
the fact that the Dayton Company of 


Minneapolis 


do best 


has a collection per- 
centage of 67% shows that there is 
still room for improvement. 
However, from the best information 
obtainable, our collection percentage 
is a little better than the average, due 
not to any special skill in the manage- 
ment of the credit department, but due 
solely to the fact that we have been 
convinced as to the value of prompt 
collections, have been thoroughly sold 
on the idea and have adopted a policy 
which we are attempting to firmly 
adhere to. Our last year’s experience 
would tend to strengthen our policy 
in this respect rather than to weaken it. 


When should an account be turned 


disability, 


It probably will be said that it is 


impossible to turn accounts over to 
collection agencies, due to the fact 


that the cost would be prohibitive. | 
believe that the day is passed when 
the average firm considers the credit 


and collection department liabilities, 


and that it is just as important to save 
your customers through prompt col- 
lections as it is to spend tremendous 
amounts of money in advertising, or in 


securing new accounts in another way. 


An old 
valuable as a new account obtained. 
More than that, the amount of money 


account retained is as 


paid to collection agencies is often 
lost over and over again in expense in 
your own office and in interest charges 
that might be saved if accounts are 


promptly collected. 


In closing I wish to leave this 
thought in your mind, that it is the 


lapse of time that makes accounts 
uncollectible. 


Lapse of time allows 


bankruptcy, death and 


disappearance to get in their deadly 


work on your books. Watch that 10% 


of your accounts, turn them into cash 
promptly and you credit department 


will also come to be known as a sales 


department of great value to the house. 


and printed parts of a contract goft 


flict, that the written part preva 
over the printed? The Supre 
“Tt is 
well recognized rule of constructi 


Court of Wisconsin says: 


that when a contract is written p 

and printed in part, as where it 

been filled in on a printed form, t 
parties usually pay more attentio 
to the written part than to the printed 
parts. Accordingly, if the writte 
provisions cannot be reconciled wil 
the printed, the written provision 
This has been proved bi 
the United States Supreme Court. 


prevail.” 


PRIVILEGED COMMUNICATIO 

The United States Supreme C 
sitting June 5, 1925, ruled that 
creditor (merchant or professiom 
man) giving derogatory informatit 
regarding a patron over the telephe 
to another merchant, bank or prolé 
sional man is subject to libel. Att 
same time the Court recognized 0 
right of creditors to support a cent 
office and clear all information throu 
this office for mutual benefit, 8 
central office being held responst 
for handling all information as a thi 
party, in a fair and impartial ma 
and without malice. 


' 





vs 
This 
1 mos 
been 
ly held 
posses . 
ts. In 
ly held 
| on the 
X, and 
t may 


ill not 
$$], | 


tentio 
printe 
writte! 
ad wit 


sion 


rmatie 
le phon 
prol 
At ti 
zed tM 
cent 
throug 
fit, ¢t 
ponsill 


a thi 


oo 
man 3 
4 






